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American Management 
Issues Schedule For 


Fall Seminar Groups 


More Than 160 Groups Will Dis- 
cuss Over 100 Different Topics at 
New York, Cleveland, Chicago 


INSURANCE PROGRAM GIVEN 


To Include Group Insurance and 
Pensions; Fire and Property Dam- 
age; Proper Liability Covers 








Around 5,000 business executives will 
trade experience and ideas at American 
Management Association seminars dur- 
ing the 1955-56 fiscal year. The 21,000- 
member management educational associ- 
ation will conduct more than 350 small- 
group management meetings between 
September, 1955, and June, 1956. 

The complete fall schedule, comprising 
more than 160 seminar groups for dis- 
cussion of more than 100 different topics 
between now and the end of January, 
has just been published by the associa- 
tion. The spring series will be announced 
early in 1956. Most of the fall and win- 
ter seminars will be held at the A.M.A.’s 


Management Center in New York; 
others will be at the Palmer House in 
Chicago and at the Hotel Carter in 


Cleveland. 
Seminar Started in 1949 


Nearly 2,500 industrial executives are 
expected to participate in the fall semi- 
nar series; more than 300 will serve as 
speakers and discussion leaders. In the 
six years the A.M.A. has been conduct- 
ing seminars, more than 19,000 business- 
men have taken part. 

The association’s over-all program of 
management education, of which the 
seminars are a part, also includes a 
dozen regularly scheduled national con- 
ferences each year; special conferences, 
briefing sessions, and clinics on specific 
management problems; continuing 
courses in management, executive com- 
munication, and marketing; a research 
and information service; a supervisory 
development service; a continuing survey 
of management compensation; and pub- 
lications. More than 55,000 executives 
attended A.M.A. meetings during the 
1954-55 fiscal year. 

_Two types of seminar are scheduled 
tor the fall: workshop seminars, small 
discussion groups for exchange of infor- 
mation and experience, and orientation 
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Northwestern Mutual 
To Enter Substandard 
Field Next January 


Long Study Preceded Decision; 
New Series of Policies 
By Turn of Year 


FITZGERALD VIEWS TRENDS 


Company President Addresses 75th 
Annual Meeting of Company 
Agents’ Association 

















By CLARENCE AXMAN 


The 75th annual meeting 


of the Association of Agents of North 


Milwaukee 
western Mutual Life opened in River- 
side Theater here Monday with an ad- 
dress by Edmund Fitzgerald, company 
president, which reflected the confident 
progress on all fronts that runs through 
the entire organization. Chairman of the 
cs Robb, 


meeting was 





Rigdon special 









agent in Chicago who is president of 
the Association of Agents. 


Announcement that Northwestern Mu- 
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tual will enter the substandard field con- 





with issuance ¢ 


currently the f a new 

ake series of policies probably in January, 
- was made by Vice President and Di- 
: rector of Agencies Grant L. Hill. “We 


are going to insure substandard risks but 
not substandard people,” said Mr. Hill. 
is of 


“There 


no thought a departure 
from the typical Northwestern-type 
buyer.” 
The company took the convention 


people to the ball game Tuesday night 
to see the Milwaukee Braves play, 1,000 
Mutual attending. 


from Northwestern 


Convention attendance is nearly 1,700. 
Highlights of Company Year 


President Fitzgerald’s announcement 
of the six 
$291,580,000 


total of $7,732,550,000 insurance in force, 


month’s business results, 


new paid business and a 


was enthusiastically received. Running 
down some of the highlights of the com- 
pany’s business Mr. Fitzgerald said not 
able results have been produced in cost 
control. Mortality continues to reflect 
the wisdom and value of conservative 
underwriting i Investment de 
mand continues high with some strength 
ening of rates. Mortgage loans voted are 
the greatest for any six months’ period, 
averaging $20 million a month. The com- 
pany expects to cross the billion dollar 
mark in its mortgage loan portfolio by 
the year end. Delinquent loans are ex- 
traordinarily low in number and amount, 
and repayments are substantial. Net rate 
after all expenses in mortgage loans has 
passed 4% for this account, and the 
company’s rate on all investments 1 
moving up and projected at 3.6 at the 


policies. 


1S 








year end compared with 3.52 at the end 
of 1954. 
“To sum up the figures,” Mr. Fitz 
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Wear the key that opens new doors! 


The doors we mean are those that open on 
tomorrow. 

They can lead to a career of increased earn- 
ings and broader opportunity. For many life 
underwriters, the winning of this C.L.U. key 
is the beginning of a new professional stature 
and a new satisfaction in their work. 

It can be for you, too. Today nearly 400 
Equitable Representatives and Employees 
wear the C.L.U. key. More than 1000 more 
are preparing for C.L.U. examinations. 


Classes begin in September and October. 
If you are interested, check with your local 
C.L.U. chapter or Life Underwriter’s Asso- 
ciation. They can tell you where and when 


C.L.U. classes are held. 


The 
EQUITABLE 


Life Assurance Society of the U. S. 
Home Address: 393 Seventh Avenue, New York 1, N. Y. 













), 1955 


———=—= 





july 29, 1955 








—— | ic““o——_- 
Naish So ac Saas ae 


THE EASTERN 
UNDERWRITER 


















Colonial Life General Agency Department Meeting 


James A McLain, William P. Worthington, Holgar J. Johnson, Richard B. Evans, 


Featured in Panel Discussion; Colonial Life Vice President 


Eric G. Johnson Presides at Spring Lake Conference 


A panel of outstanding life insurance 
chief executives presented a stimulating 
panel discussion to a group of Colonial 
Life fieldmen of that company’s general 
agency department at_ an educational 
conference held at the Essex and Sussex 
Hotel, Spring Lake, N. J. from July 10- 
13. The panel included James A \Mc- 
Lain, president, Guardian Life; William 
P. Worthington, president, Home Life 
of N. Y.; Holgar J. Johnson, president, 
Institute of Life Insurance and Richard 
B. Evans, president, Colonial Life. 


Eric G. Johnson Presides 


The meeting was opened on Monday 
morning, July by Eric G. Johnson, 
vice president of the company who pre- 
sided at the conference and introduced 
the four panel members. 

Emphasizing the many changes oc- 
curring in our national economy and 
their effect on the life insurance busi- 
ness, the panel discussion was led off by 
Mr. Evans, who acted as moderator. He 
asked each of the members for his own 
persone al views on significant questions 


prominent in the minds of life men 
throughout the country. The session, 
conducted in an informal “meet the 


press” atmosphere, provided interesting 
and enlightening slants from the panel 
members out of their long and varied 
backgrounds in the business. The panel 
session was followed by questions from 
the audience and a lively discussion con- 
tinued the session throughout most of 
the morning. 

Mr. Worthington commented on the 
increased volume of life insurance sales 
in contrast to the decreasing number of 
applications being sold today. He said 
this was not a desirable condition. While 
the life insurance agent is doing an ex- 
cellent job of selling a larger volume of 
life insurance, | he felt the agent was 
leaving “a gap” in an already neglected 
market in perhaps not calling on as many 
people as he should in the course of his 
work. Unless an agent gears himself to 
seeing a larger number of people, sooner 
or later these same people will either 
not be interested in buying from him 
or may become uninsurable. A primary 
purpose of the institution of life insur- 
ance is to serve as many people as pos- 
sible and Mr. Worthington said our job 
is measured by the number of people we 
serve and not necessarily by the in- 
creased volume of business sold. He ad- 
vised all agents to concentrate on the 
number of lives as well as on the volume 
f business sold 

It was pointed out that while volume is 
a major factor for qualification in the 
Million Dollar Round Table, most of the 
qualifiers in this select group were also 
leaders in number of lives sold, and 
that the average Million Dollar Round 
i member sold approximately 110 
Policies, 


Goal of 100 Lives a Year 


He advocated that the new man in the 
business should set himself a goal of 
insuring at least 100 policvholders a year. 
Vhen an agent accomplished this goal, 
the law of averages from referred leads 
vorked out in his favor and there was 
little reason for him to become discour- 
aged later on because of a_prospect- 
ing Problem. He felt that an agent 
Should divide his work week in two 
Parts—(1) Monday to Wednesday and 
2) Thursday to Saturday. If this agent 


were able to sell two applications a week 
he would write 100 lives per year and 
the volume would pretty much take care 
of itself. 

He commended the American Agency 
System and said that he could see no 
reason for the encroachment of either 
savings bank life insurance or govern- 
ment intervention in the life insurance 
business. 

In regard to special low cost policies, 
he said that in his personal opinion, this 
trend was neither in the best interests 
of the public or the field forces. Mini- 
mum policies are a problem confronting 
the agency system today and in his 
judgment are inimical to the best inter- 
ests of the business. Many more agents 
will have to diversify their sales appeal 
and sell on the basis of actual needs 
rather than on price appeal. As the 
trend toward special policies continues, 
he felt that sooner or later the agents 
would be affected by reduced commis- 
sions due to the lower premium charged 
for these policies. In his estimation, spe- 
cial policies were not the answer to a 
company’s production problems. 


Special Policies Discussed 


Holgar J. Johnson said that he person- 
ally couldn’t get excited about special 
policies because practically all companies 
have always had them. He cited his own 
experience in the field some years ago 
when he sold small basic policies with 
family income riders in order to tailor- 
make a program to fit the needs. He 
felt that it would not be well if the 
life insurance business ever got to the 
place where it competed on price or 
cost alone. In order to overcome the 
tendency toward “specials,” he said the 
agent should have the capacity to sell 
the need and price would take care of 
itself. If the agent did not have the 
capacity to sell the need, then price 
naturally would be a primary considera- 
tion of the prospective buyer. 

Mr. Worthington said that all policies 
are mathematical equivalents. Today we 


are living in a luxury market and real 
competition exists with other goods and 
products 


rather than with competitor 


life companies and their policies. 

Mr. McLain added that the agent 
should analyze his market with respect 
to his previous experiences. He should 
concentrate on a simple program ap- 
proach and he felt the new agent could 
accomplish this objective by segregating 
specific needs based on the man’s ability 
to buy. In other words, the agent should 
take care of first things first rather 
than attempt to sell an entire program. 
Later, as the man’s economic picture im- 
proved and his prospect’s ability to buy 
increased, the agent should return and 
take care of the next most pressing need. 

Mr. Worthington said he thought the 
agent should try to get a prospect to 
consider his problem first on a purely 
selfish basis and then show him how 
life insurance can help solve his aspira- 
tions for his family and himself. His 
company procedure involves trying to 
get a prospect to visualize his life insur- 
ance needs on an over-all basis and then 
attempts to work out the program in a 
step by step solution depending on the 
prospect’s circumstances. 

In the discussion regarding the in- 
creased volume of term insurance being 
sold today, Mr. McLain said that 10-12% 
of the business was on a term basis in 


the early 1920’s. This percentage rose 
perceptibly during the depression. Dur- 
ing the post World War II era, some 


agents felt the best way to complete a 
life insurance program was through the 
use of term insurance. Today, he feels 
that permanent life insurance should be 
sold more frequently because people can 
afford to buy. If an agent establishes 
the need, permanent life insurance is in 
most cases the best solution to the aver- 
age man’s problem. 

Mr. Worthington added that the 
amount of permanent insurance sold to- 
day depends in large measure on the 
degree to which an agent “waters down” 
his sales appeal. He said that his com- 
pany was making a study of term riders 
in view of the so-c: alled luxury market 
which we are experiencing today and 
he was sure some interesting facts and 
figures would result from it. 


While Mr. Johnson believed it was 





Lake P ctures 


Left to right: Holgar J. Johnson, Richard B. Evans, William P. Worthington, 
James A McLain, Eric G. Johnson. 


- more, 


dangerous to deal in averages, he said 
the amount of life insurance the aver- 
age man now owns is far below what his 
family could be expected to live on today 
if he died prematurely. “Our total life 
insurance in force,” he said, “is far below 
the amount which should have been sold. 
If each agent would work on the theory 
of selling a minimum of 4-5 times a 
man’s annual income, he said there would 
be over a trillion of life insurance in 
force instead of the 334 billion of pro- 
tection now owned. 

“All life insurance agents should have 
some kind of arbitrary measuring rod to 
put their story across. Four out of five 
families have life insurance of some 
kind today. To a degree, ownership is 
related to family income, and the high- 
est proportion of insured families are 
those with incomes of $3,000 and more. 
Compared with the 1940 census, 12 times 
as many families have incomes of $3,000 
or more. As American industry has 
stepped up its efficiency and produced 
millions of Americans have been 
able to earn more. This is a vast mar- 
ket and this additional income has given 
them new opportunities to buy homes, to 
give children more education, to own 
more conveniences and comforts, to put 
money aside and to buy life insurance 
to guarantee a financial backlog if the 
father were to die. He advocated a prac- 
tical approach to this market by taking 
care of two outstanding principal needs 
for this group: (1) Provide money to 
take care of last expenses, and (2) pro- 
vide an amount of income for a man’s 
family sufficient for them to readjust 
themselves to a new economic environ- 
ment. While this might not be an ideal 
approach, he said it was a practical way 
to increase the average man’s life in- 
surance estate so that his two most 
important and pressing needs could be 
assured.” 


Good Public Relations 


Mr. Johnson was asked to make a few 
specific suggestions how a field man 
can contribute to the development of 
good public relations in the business and 
thus also to his own prestige in his com- 
munity. Defining public relations, Mr. 
Johnson said that it was simply “making 
people like you the way you wanted to 
be liked. It is well to keep in mind 
that people don’t have to do business 
with you. However, they are more apt 
to do business with a person they like 
than a person they dislike. The auick- 
est way to alienate a person is to forget 
or overlook them. He gave three simple 
formulas as a guide to the development 
of good public relations: (1) The agent 
should determine who are his publics 
in his community, (2) What does pub- 
lics think of vou and (3) What do you 
want your publics to think of you.” 

{r. Johnson outlined the following 


(Continued on Page 10) 





Colonial Life Adopts 
25 Year Term Rider 


Colonial Life has adopted a 
year Term insurance rider to be 
mortgage cancellation protection. 

This ides supplements the company’s 
portfolio which already contains a 15 
and 20-year Term rider. 


new 25- 
used as 











(+—— 1 5 | =a. 








July 29, 1955 











Mass. Mutual Meeting at Swampscott Name Special Counsel for Fund Probe 


Massachusetts Mutual Life recently 
held a regional conference of its eastern 
agencies at the New Ocean House, 
Swampscott, Mass., with approximately 
350 representatives and wives in attend- 
ance. Twenty-two agencies from seven 
states were represented at the meeting, 
which was the third of four such region- 
als held by the company this year. 

Highlights of the conference were ad- 
dresses by Vice Presidents Richard C. 


Guest and Charles H. Schaaff, series 
of room-hopping seminars, and a panel 
discussion on selling. Richard J. Katz 
of Rochester and Harry C. Copeland, 
Jr. of Syracuse chairmanned the formal 
sessions, 

The seminar moderators were Har- 
rison Meyer, CLU, and Stanley New- 
house of the Simon Agency, New York 
City, Desmond J. Lizotte and Fred A. 
Ditmars, Newark, Brooks C. White, 


Providence, Lauren E. Bly, Syracuse, 
John E. Mann, CLU, Albany and Mr. 
Katz. The panel discussion on selling 
was led by Lawrence E. Simon, New 
York City, assisted by Gerald L. Griffin, 
CLU, Albany, Richard B. Parks, Roch- 
ester, and Lawrence C. Mitchell and 
James Roberts, Syracuse. 

In his introductory remarks, Chairman 


Katz pointed out that the Massachu- 
setts Mutual had 100 members in the 
Million Dollar Round Table in 1954, 
which ranked it third among all com- 


panies in number of members. He told 
his audience that, with the exception of 
the very new men in the business, all 
were million dollar producers. He said 
that some have taken four or five years 
to write a million dollars of life insur- 
ance, while others have done it in a year 
or less. 

“We must, therefore, 
stated, “that we are all 
producers, with the only difference be- 
tween the non-members and the Table 
members being the element of time. By 
wise planning, hance ition of activities. 
elimination of lost motion, concentrated 
application, streamlined selling and a 
burning desire. many non-member mil- 
lion dollar producers can meet the Table 
qualifications and become members. Time 


conclude,” he 
million dollar 


the only differ- 
It is our most 


distinction, 
wisely. 


is the only 
ence, so use it 
precious asset.” 

Among the highlights of the semi- 
nars were the following: The session on 
Pension Plans covered the place that 
pensions occupy in the national economy, 
to whom they are sold, how to select 
the prospect, how to present the pension 
plan, various types of pensions and how 
to develop the formula, and enrolling 
and installing the plan. 

Advanced Programming and _ the 
Audit: Three reasons for programming 
are: (1) it produces larger sales than 
package selling; (2) it makes for a sub- 
stantial amount of repeat business; and 
(3) it builds a client relationship with 
the policyholder. As for the audit, if 
properly used, it can be a powerful sales 
tool and an effective approach piece. The 
audit should not be considered an end 
in itself, but a means to an end. 

Also in this meeting, the difference 
between estate analysis, or estate plan- 
ning, and advanced programming was 
discussed. Estate planning uses all of a 
man’s assets (including general estate 
assets as well as life insurance) to build 
a program for estate conservation and 
distribution. Advanced programming 
uses only life insurance proceeds to build 
a guaranteed program which will take 
care of the essential needs of the in- 
sured’s dependents in the event of death 


or the insured’s needs for retirement 
income. 
In the Professional Market seminar, 


some of the points covered were pros- 
pecting, approach and _ initial contact. 
service to the professional prospect, and 
new deyelopment in professional partner- 
ships. The consensus was that the pro- 
fessional market offered many good 
sales possibilities, with repeat sales fair- 
ly common. Most representatives oper- 
ate on a strong referred lead basis. 

A wide range of topics were dis- 
cussed in the Business Insurance session 
and included such items as the $5,000 
tax free death benefit, selling a closed 
corporation, keyman insurance, the split- 
dollar plan, new tax laws, and salary 
continuation plans. 








ALDEN S. WOOD 


Mutual Life thas an- 
George 


New 


nounced the 


England 
appointment of 
Schafer as advertising assistant in the 
information services department, and 
that of Alden S. Wood as assistant edi 
tor of The Pilot’s Log, the company’s 
field publication. 

An honor graduate of Boston Univer 
sity’s School of Public Relations and 
Schafer served for 


Communications, Mr. 





SCHAFER 


GEORGE 


three years with the Army Air Force in 
Texas, Alaska and the Aleutians. He has 
been a copywriter . the Boston adver- 
tising agency of H. B. Humphrey, Alley 
and Richards since 1953. 

Mr. Wood is a graduate of Clark Uni- 
versity in Worcester, Mass., and joined 
the company at the first of this year. He 
is an active free lance writer in spare 
time, and has had articles published in 
numerous newspapers and magazines. 





Superintendent Holz Appoints Martin S. House, Outlines 


Scope of Inquiry; Hearings To Be Held; 
Counsel Would Welcome Suggestions 


Superintendent of Insurance Leffert 
‘lolz has announced the appointment of 
Martin S. House as special counsel to 
supervise the New York Department’s 
investigation of employe welfare funds. 
Governor Harriman has requested that 
this investigation, launched last year 
under a special amendment to the In- 
surance Law be continued. Mr. House 
will have complete charge of directing 
the inquiry. 

Formerly a partner in the New York 
law firm of Glass & Lynch, Mr. House 
has specialized largely in corporation 
and banking law. He has been an active 
arbitrator in labor disputes and is a 
member of the panels of labor arbitra- 
tors of the New York State Meditation 
Board and the American Arbitration As- 
sociation. He is also a trustee, director 
and counsel of The Louis Stark Me- 
morial Fund, Inc. Mr. House graduated 
from Columbia College and Columbia 
Law School and is a member of Phi Beta 
Kappa. He is married and lives with 
his wife and two children in New York 
City. 

Outline Investigation 


Mr. House is completing the organiza- 
tion of his staff and has_ tentatively 
charted his program which includes the 
following broad categories : 

To explore the various areas of wel- 
fare fund activities that are vested with 
the public interest with a view toward 
presenting to the Governor, by the close 
of 1955, a comprehensive and specific set 
of Department recommendations for the 
control and supervision of such plans 
through legislation. 

To develop, to the fullest extent prac- 
ticable, standards of conduct, reserves 
and solvency for welfare funds compar- 
able to those now applied to insurance 
companies in New York State, and te 
extend the State’s supervisory guardian- 
ship over such plans. 

To devise measures that will effec- 
tively prevent and deal with irregulari- 
ties and abuses in the administration of 
these funds such as were disclosed in 





New York Times Studio 


MARTIN S. HOUSE 


last year’s investigation by the Depart- 
ment. 

Mr. House has a broad mandate to in- 
vestigate and offer legislative remedies 
on such malpractices as may exist in all 
types of plans, whether they be insured 
or self administered, jointly run by man- 
agement and unions or administered ex- 
clusively by one group, and whether 
jointly financed or derived solely from 
employer contributions. 

Mr. House will welcome the sugges- 
tions of management, labor, the public 
and independent agencies interested in 
these problems. His plans call for hold- 
ing public hearings in order to highlight 
the main purposes of the investigation, 
and to solicit the views of interested 
parties. 








Promote Bryon Leedy 
Life Insurance Co. of Georgia has pro- 
moted Bryan Leedy of Ashland, Ky., 
from its training department tto district 
manager at Jackson, Tenn. Mr. Leedy 
became associated with the company as 
an agent at Ashland in 1947. He was 
promoted to staff manager and then in 
1954 was assigned to the home office 
training department to give field instruc- 
as 
Wysong Cox, whom Mr. Leedy suc- 
es at Jackson, was appointed manager 
of an enlarged district at Florence, S. C., 
his former hometown. P. B. Whitting- 
ton, the former Florence district man- 
ager, has been appointed field supervisor 
for the district. which was almost dou- 
bled by absorbing the Marion, S. C.,, 
district. W. F. Coates. Marion manager, 
was appointed to the home office agency 
inspection denartment as inspection su- 
pervisor for South Carolina, with head- 
quarters in Columbia. 


Tim Foley, Jr., With Father 


Tim Folev, Jr., is learning the life in- 
surance business in his summer vacation 
from college with his father’s agency for 
State Mutual Life in uptown New York. 
Young Tim, who plans on making life 
insurance his career. is a member of 
the class of 1956 at Holv Cross College 
where he is majoring in business admin- 
istration. He played football last sea- 
son. 

As a member of the I Marine Re- 
serve Corps, Tim, Jr., will be on a two 
weeks’ camping tour at Camp Lejeune, 
N. C,, in August. 





Mass. Mutual Service Awards 

Ten Massachusetts Mutual fieldmen 
awards at the com- 
conference at 


received service 
eastern regional 

Mass. The group included: 
Lipsy, Syracuse, 45 years; 
Lawrence E. Simon, the Simon agency, 
New York City, 40 years; Joseph Pelli- 
cane, Simon agency, 35 years; Earl J. 
Foster, CLU, Rochester, and Donald C. 
Keane and Kenneth F. Comstock, Keane 
York City, 30 years; and 
Harry Pincus, Jr., Simon agency; 
Richard J. Rochester; John D. 
Birchard, Springfield, and Eugene Suter, 
Keane agency, 25 years. 

Ralph E. Loewenberg of the Keane 
agency received the company’s “Man of 
the Year” award, and Daniel Auslander, 
CLU, and Lawrence E. Simon, both of 
the Simon agency, were cited as the 
respective leaders in Ordinary and Group 
production last year. The Simon agency 
was also recognized as_ the leading 
agency in Group production. 


pany’s 
Swampscott, 
Isadore I. 


agency, New 


Katz, 


Others who received certificates for 
$1,000,000 of Group production during 
1954 were John FE. Clayton, Newark; 


Cornelius Ross and C. Lamont os 
Simon agency; S. M. Kookogey & $ 

of Newark; and M. G. Summers & Co, 
Boston. Consecutive spotlight awards 
were presented to Nathan S. Bienstock, 
Keane agency; Lloyd C. Saunders, Provi- 
dence; and Albert C Walkley, Roch 
ester. 
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Today’s market offers 


increasing opportunities to C.L.U.’s 


Enrollments in C.L.U. classes and study groups 
continue to climb! The past school year, for exam- 
ple, was a record-breaker. This year even greater 
enrollments are anticipated. 

Why? 

The observing Life insurance man knows the 
answer : Today’s market offers constantly increasing 
opportunities, particularly to the professionally 
trained Life underwriter. One well-known Life in- 
surance leader said recently: 

“The past ten years have seen more changes than 
the preceding hundred years—and the next ten are 
likely to be just as exciting.” 

There are new tax and estate problems and con- 
sequently new business insurance opportunities. 


COPYRIGHT 1955-—-METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 
1 Mapison Avenue, New Yorx 10, N. Y. 


Social Security . . . expanded Group insurance... 
accelerated interest in Accident and Sickness insur- 
ance ...and higher income levels throughout the 
entire market. 


All these developments and many more are a 
challenging invitation to the man who wants to 
make a career of Life insurance. 


If you have not already enrolled in a Chartered 
Life Underwriter class or study group—this is the 
time to do it. You will find a welcome awaiting 
you—and a fine opportunity to exchange experiences 
with other ambitious Life insurance men and women 
who recognize the growing importance of profes- 
sional preparation for today’s insurance service 
needs, 
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President Fitzgerald 


(Continued from Page 1) 
gerald said, “we are enjoying high ac- 
we have important objectives in 
progress ‘holds promise.” 


tivity, 
view and our 
He then proceeded to discuss the nature 
then under several head- 
and 


of the growth, 
Northwestern’s 
observations as to 
and attitudes 
affect all in the national scene. 

Growth in a company like the North- 
can be attained by specialization 
growing 


ings the progress, 


made some 


developments 


finally 
how these 


present 


westcrn, 


and individuality, he said, by 


through internal strength and doing a 
better job in its established markets, 
thus bringing to bear the full force of 


distribution and 


and offering an 


its tested methods of 
the quality of 


tor cost 


service, 
opportunity reduction. 

Big Mortgage Loan Increase 
discussing increase of North- 
Mutual’s assets to $3,319,000,000, 
Fitzgerald said one of the 


After 
western 
President 


most spectacular increases of the com- 
pany was an 837/10% rise in new mort- 
gage loans. The company’s mortgage 


loan portfolio now stands at 77,325 loans 
for a total of $920,000,000. Portfolio fol- 


lows: residence loans $576,000,000; city 
loans $286,000,000; farm loans $57,- 
000,000. 


Income during the first half of the 
totaled $250,000,000 while disburse- 
$168,000,000. Chief sources of 
premiums $140,000,000 and 


year 
ments were 


income were: 
investments earnings $61,000,000. Dis- 
bursements include $28,000,000 in divi- 


dends, $38,000,000 in death benefits and 
$64,000,000 paid to or held for policy- 
holders or beneficiaries in other forms. 


Taxes totaled $10,000,000. 
Some Aspects of Growth 

“We have never had any aspirations 
to be the largest,” said President Fitz- 
gerald. “We have no need to trade down 
our name, but rather an obligation to 
enhance it. So it is our purpose to de- 
sign a stable growth pattern which gives 
you a better sense of participation in a 
successful and satisfying undertaking. 
It is our obligation to offer leadership 
and give you an opportunity to respond 
to the extent you feel moved to.” 

Speaking of the Northwestern's prog- 
ress and growth, he illustrated the point 
by citing a few figures to illustrate what 
can happen in a period as brief as 15 
years. 

“We are Northwestern, but 
we are a different Northwestern too. 
Annual new business is two and three- 
quarters times greater than in 1939. In- 
surance in force is about double, and 
assets two and one-half times as great. 
Asset distribution shows a marked 
change as public utility bond holdings 
are five times those of 1939. Industrial 
bonds are 100 times greater than 15 
years and residence loans are 25 
times their 1939 amount,” Mr. Fitzgerald 
said. 

“Progress may also be found in inter- 
nal strength, not just in bulk or dimen- 
sion. In this same 15 year period, $50 
million have been added to the North- 
western’s reserves through change in the 
valuation basis, $170 million added to 
contingency and investment reserves, 
and $15-20 million to current option 
settlement account strengthening. Our 
required interest earning has dropped 
from 3.1% to 2.7% 

“Progress 1 iS i evident in the com- 
pany’s service to its policyholders and 
beneficiaries, and to the economy. Forty 
per cent of the 1954 paid-for, including 
pension trust business, was on plans and 
forms not offered in 1939, and the pur- 
pose for which the insurance was pur- 


still the 


ago, 





FITZGERALD 


EDMUND 


chased showed similarly sharp changes. 

“Monies held for distribution under 
the options have increased fourfold and 
annual disbursements from them are up 
three and one-quarter times. The steady 
flow of this money is a real guaranteed 
annual wage for a great host of people. 

“Our investment of almost $300 mil- 
lion annually promotes opportunity and 
progress. Wholly new industries and 
categories are represented in our port- 
folio of investments. Supermarkets, 
shopping centers, and small professional 
clinics, unknown to us 15 years ago, are 
daily added to our investment lists. Man- 
ufacturers of plastics, foam rubber, new 
chemicals, taconite projects, power for 
atomic energy plants, facilities for pro- 
cess of uranium and others are in tune 
with a progressive and dynamic invest- 
ment policy designed for an expanded 
national economy. 


Progress in the Home Office 


“Progressiveness is also found in the 
staffing, planning and functioning of the 
home office. Fifteen years, too, have 
seen progress in the form and working 
of the company. Growth has called for 
organizational changes. Through liaison 
with field associations and a policy of 
giving all a chance to be heard, there is 
present in the Northwestern a sense of 
participation and responsibility. 

“During the past two or three years, 
the Northwestern has made greater than 


usual efforts at self-examination. Em- 
ploye trust, options, and compensation 
have been some of the more pointed 


and there are other continuing 
Much as we may 


studies, 
ones and broader ones. 
feel that we of this generation are 
charged with preserving the character 
of the company, we are probably bound 
to undervalue the extent to which the 
character of the company preserves it- 
self through the cumulative effect upon 


is going on in the North- 
western seems to me to be in tune with 
the national scene. We are witnessing 
a re-establishment of faith in the coun- 
try and its future, a greater understand- 
ing of the dignity of the individual and 
the glory of the family. Optimism and 
planning for a bright future are key- 
notes of the thinking of all. 

“So I have attempted to describe a 
concept, an attitude of mind, our ap- 
proach to our problems and opportuni- 
ties and the setting in which we operate. 
Our progress and our services are largely 
in the hands of the members of this As- 
sociation. By your calls and your clien- 


us. 
“All that 


tele, the quality of company membership 
is determined. By your numbers, your 
knowledge and your effectiveness, the 


size of the Northwestern is established. 
We look forward to working with you 
and wish you well,” Mr. Fitzgerald said. 








To Enter Special Class Field 


Vice President Grant Hill Says No Change in Northwestern 


Type Buyer Is Contemplated; Aim to 
Serve More People 


Milwaukee—In his closing talk at the 
final session of the Association of 
Agents annual meeting Wednesday, 
Grant L. Hill, vice president and direc- 
tor of agencies, made the important an- 
nouncement that the Northwestern Mu- 
tual will enter the special class field 
concurrent with the introduction with 
the new FF Series, which is expected to 
be ready by January 1. The board of 
trustees of the Northwestern was to 
formally act on the matter at its annual 
meeting later on the: same day. 

This major move was decided upon 
after endless research by Elgin G. Fassel, 
senior actuary, sounding out field opinion 
at length and the solid opinion of man- 
agement in the home office that it is 
time for the change. 

“There is no thought of a departure 
from the typical Northwestern-type 
buyer,” Mr. Hill pointed out. “We are 
simply going to serve more of our type 
buyer. Our success will depend on the 
quality of the people you continue to 
submit and I have no qualms on that 
score—nor do you. 

“The Northwestern is a quality life in- 
surance company. In considering special 
class business, we intend to hold to that 
standard. We’re thinking of insurance 
for superior people of the highest moral 
character with rates adjusted to cover 
physical impairment. No one in a re- 
sponsible position has any thought that 
we begin to insured substandard people. 

“Nearly 40% of our business last year, 
including pension trusts, was on plans 
not being written 15 years ago. We are 
thinking during this annual meeting of 
our adaptability to change if we are to 
keep pace in a changing world. Think 
back to the days when we were con- 
cerned about the writing of women; the 
days when we deliberated about. the 
merits of a waiver of premium provision 
in our contracts; the days when we de- 
liberated about the pros and cons of 
annuities. 

“in ‘ail ‘of 


these cases or situations, 


there was this basic recognition: that 
greatness does not maintain a_ static 
position, Rather, it represents a con- 


stant attempt to meet the needs of the 
people it serves, and to broaden its hori- 
zons without the slightest wavering in 
its basic principles of quality. 

“We are convinced today, as we were 
in years past, that we cannot stand still 
in the parade of progress. We are con- 
vinced today about the merits of special 





Craig Agency Gets Award 
Other Leaders Announced 


Milwaukee—For the third time in four 
years, the J. Lowell Craig general agency 
of Milwaukee won the General Agency 
Achievement cup of the Northwestern 
Mutual Life for the last agents’ year. 
The cup, awarded on the basis of a 
graded point system involving nine fac- 
tors, was presented at the opening of 
the annual convention of Association of 
Agents here. 

Others who finished in the first ten 
as runners-up in the competition were 
L. P. Schwinger, Cedar — la.: K. 
M. Snyder, Omaha, Neb.; R. Werts, 
a ge O.; Roe Walker, done iti; 
W Momsen, Milw aukee: V. D. Grif- 
fin, Ni: anchester rN id.3: 4. E. Stone, Jr., 
Boston; B. A. Million, Evansville, Ind. 
and H. E. Whalen, Dayton, O. 

The Northwestern’s leading agencies 





GRANT L. 


HILL 


class business for the benefit of our 
agency force, and our Northwestern 
market, as we were in years past about 
the merits of those added benefits then 
being considered. I speak of the merit 
of service to policyholders who are no 
longer standard risks, of adequately 
meeting the growing demand for avia- 
tion coverage, of meeting the higher in- 
cidence of special class business, par- 
ticularly in the business insurance and 
advanced underwriting fields. 

“Every effort has been made here in 
the home office and in constant con- 
sultation with representatives of the 
agency force,” Mr. Hill added, “to assure 
that our practices and mz ichinery in the 
offering of special class insurance will 
serve the needs of our agents and clients 
in the most effective manner. 

“We are completely confident that our 
entry into the special class field is a 
logical one and that time will prove it 
was consistent with the quality principle 
that has always governed the Northwest 
ern Mutual,” Mr. Hill stated. 





on the basis of volume, each with sales 
of $10 million or more, were C. R. Eck- 
ert, Detroit, with $20.4 million; J. R. 
Mage, Los Angeles; A. C. F. Finkbiner, 
Philadelphia; Sturm & Roeder, Aurora, 
lil: FF. R: Horner, Madison, Wis.; Jami- 
son & Phelps, Chicago; J. L. Craig, and 
W. L. Momsen, both of Milwooeaa Z 
E. Morrison, Indianapolis ; Rs 
wick, Cleveland, and P. T. Allen, Bat 
falo, N. Y 


District Agency Awards 


Robert B. Qualy, Fort Atkinson, Wis, 
Horner general agency, won the Dis 
trict Agency cup by scoring the largest 
number of points credited on five of 
ganizational factors. The runner-up Was 
Walter J. Gantner, Port Washington, 
Wis. 

On the basis of sales volume, D. 
McTigue, Fort Dodge, Ia., led the dis- 
trict agents with $3,349,835. Others in 
the $2 million and over group were 
E. Castelo, ee Tihs Kok, Brag- 
don, Waterloo, Ia.; W. "Dygert, Fort 
Wayne, Ind.; B. J. aol Beloit, Wis. 
W. K. Pierce, Elgin, IIl.; R. M. Pala 
Tacoma, Wash.; A. A. Simpler, ips Wil- 


mington, Del.; J. B. Cardiff, Racine, 
and A. 


Wis.; T. A. Lauer, Joliet, Ill.; 
Davis Baker, Worcester, 


Mass. 
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Northwestern Mutual Agents Association Meets in Milwaukee 





Northwestern Leaders Honored 


Milwaukee —An all-time sales mark 
was set by the agency force of the 
Northwestern Mutual Life Insurance 
Company with $551,045,000 of paid busi- 
ness produced in the agents’ year ended 
May 31. The amount was 6.1% over the 
similar period a year ago, and 46% 
ahead of the previous high in 1947, 
Many new individual records were set 
by agents and more than 1,100 from all 
parts of the country qualified under the 
System of Honors of the Northwestern 
Mutual Association of Agents for the 
top five production clubs. 

Presentation of the honor awards were 
made by Grant L. Hill, vice president 
and director of agencies, at the opening 
session of the three- day 75th annual 
meeting of the Association of Agents in 
Milwaukee July 25-27. 


Winners of Top Honors 


N. Meeks, Columbus, Ohio, again 
qualified for honor aggnt as the leader 
in gross volume with sales of $3,619,800. 
Others in the Top Ten gross volume 
group are H. B. Ruhl, Detroit; F. D. 
Leete, Jr., Indianapolis; J. A. Doyle, 
Cleveland; C. Seys, Grand Rapids; 
Sidney Weisman, Detroit; Edward 
Russo, Baltimore; A. D. Rinne, Indian- 
apolis; R. E. Castelo, Champaign, III, 
and Alden H. Smith, Nashville. 

L. T. Stearn, Minneapolis, is the lead- 
er in net volume, which excludes em- 
ploye trust sales, with paid business of 
$1,935,500. The "Top Ten net volume 
group also includes A. C. F. Finkbiner, 
Jr, Philadelphia; Royall R. Brown, Win- 
ston-Salem, N. e ee B Kinnally, Mil- 
waukee ; C. E. P. Crauer, Poughkeepsie, 

Clyde Fuller, Milwaukee; A. A. 
Simpler, Jr., Wilmington, Del.; E. D. 
Haseltine, Jr., Haverhill, Mass.; = A. 
Files, Cleveland, and O. B. Olsen, New 
York City. 

The — Club, which requires an 
agent to write 100 or more i‘. during 
the year, is headed by J. Lansing, 
Belmond, Iowa, with a net at of 
181 lives. Others who qualified as 1955 
Marathonians are L. T. Stearn, Minne- 


apolis; Edward Russo, Baltimore; A. C. 
F. Finkbiner, Jr., Philadelphia; O. B. 
Olsen, New York City; H. R. Willis, 
Oakland, Calif.; D. H. Lienemann, Pa- 
pillion, Neb.; A. A. Simpler, Jr., Wil- 
mington; F. Greeley, Jr., Framing- 
ham, Mass.; J. K. Elliott, Kewanee, Ill. ; 

S Anderson, Tt: Philadelphia, and 
A. D. Rinne, Indianapolis. 


Production Club Leaders 


The leaders in the five 
clubs received special honors 
annually based on percentage 
in volume and number of lives. 

In the Million Dollar Club the winners 
are Franklin E. Sheidler, Findlay, Ohio, 
with an increase of 306%, and Edward 
Russo, Baltimore, with 112 lives written; 
Three Quarter Million Club, H. E. 
Worman, Dayton, 272%, and H. R. Wil- 
lis, Oakland, Calif., 105 lives; Half Mil- 
lion Club, B. J. Crosse, Beloit, Wis., 
206%, and J. K. Roberts, Fond du Lac, 
Wis., 83 lives; Quarter Million Club, 
i. ran Thomas, Pomona, Calif., 176%, and 
Ee. Lienemann, Papillion, Neb., 105 
lives; One Fifty Club, Irving Thurston, 
Utica, N. Y., 119%, and Martin Weber, 
Merton, Wis., 55 lives. 


New Agent Group 


production 
awarded 
increases 


In the new agent group, three classi- 
fications are set up for bronze, silver 
and gold button awards. 

Heading the gold section as the lead- 
ing agent is J. J. Lansing, Belmond, 
Iowa, with sales of $1,089,400. The award 
for the greatest percentage of increase 
over his silver button production goes to 
J. F. Melton, Cedar Rapids, who had 
202% increase over his silver button pro- 
duction. 

In the silver section, R. J. Habegger, 
Seattle, leads with $871,900 in sales. R. 
G. Littell, Seattle, showed the largest in- 
crease over his bronze button produc- 
tion with 355%. 

Of 134 agents qualifying for a bronze 


button, the top producer is Daniel E. 
Dean, Philadelphia, with $876,300 in 
sales. 





Tribute to Herman Duval 
By Vice President Hill 


Milwaukee—Special tribute was paid 
at the Northwestern Mutual Association 
of Agents annual meeting in Milwaukee 
to Herman Duval, New York, on the 
occasion of his 50th anniversary with the 
company. Mr. Duval and his wife were 
unable to attend in person because of 
other plans. 

Grant L. Hill, vice president and di- 
rector of agencies of the company, told 
the convention that Mr. Duval leads all 
agents of the Northwestern on _ per- 
sonally written business with over $53 
millions to his credit. He has personally 
paid for 4,593 lives since 1905 or an 
average of 92 lives a year which is nearly 
two every week. His paid volume aver- 
ages $1.64 million a year for 50 years. 

Mr. Duval’s record also includes quali- 
fying for the Marathon Club every year 
from 1915 to 1938 or 23 consecutive years. 
He was a Class “A” winner from 1915 
through 1920 and again in 1926. When 
the late Dr. Albright was for 30 years 
the “AA” prize winner, Mr. Duval 
ranked fourth in the entire field force 
twice, third place four times and runner- 
up for top national honors 16 times—and 
in 1937 he won that coveted top honor. 

“At other meetings I have called Her- 
man the ‘Prince of Life Underwriters’,” 
Mr. Hill commented. “He is indeed a 
‘King’ and we salute him and honor him 
on this occasion. We talk of great men 
—benefactors—what a monument Her- 
man Duval has built for himself over 
the years—and what benefits flow from 
it for men, women and children for 





Bishop on Planned Income 


Milwaukee—His own experiences with 
Planned Income plans were related by 
Norman K. Bishop, special agent, Port- 
land, Ore., following the presentation of 
possibilities of the plan by Mr. Strob- 
belaar. 

One of the main points discussed by 
Mr. Bishop in relating actual steps, was 
that he shows his clients how they in- 
crease the benefits of their estates with- 
out adding to their insurance. Through 
proper planning he coordinates the in- 
surance program with other estate as- 
sets to minimize estate taxes and reduce 
estate shrinkage. 





Convention Attends Game 


Milwaukee, July 26—Instead of at- 
tending the customary banquet at Civic 
Auditorium, an annual feature on the 
second night of Northwestern Mutual’s 
field convention, 1,600 representatives of 
the company were at the baseball game 
between the Milwaukee Braves and 
Philadelphia. The Braves won, 6 to 3. 
Despite the heat—it had been 100° dur- 
ing the day—the ball game was much 
enjoyed, except for one disappointment. 
Ernie Johnson, a Northwestern Mutual 
agent, pitched no part of the game. 





many, many long years ahead. And, with 
it all, Herman has made a friend of all 
who ‘had the privilege of knowing him. 
We are mighty happy with Herman that 
his son, Herbert, is also selling North- 
western in New York City.” 


HowAds Hélp Agent Told byC.S.Lund 


Milwaukee—Advertising builds up im- 
pressions consciously or sub-consciously 
against the time when an introduction 
is made, action takes place and the pay- 
off comes, Clarence S. Lund, vice presi- 
dent of J. Walter Thompson Co., the 
Northwestern’s advertising agency, told 
the agents meeting . 

“There isn’t a person in this room,” 
he said, “who isn’t carrying in his mind 
receptivity to dozens and dozens of 
products that he isn’t at the moment 
the slightest bit interested in buying. 
Exactly where or how the buyer learns 
about products is unimportant really. 
Usually he can’t tell where he read 
or heard about it. The important thing 
is that his mind got the message and 
filed it away for future reference—pro- 
vided, of course, the message was re- 
peated often enough and effectively 
enough to really sink in and to be re- 
membered. 

“In your business of life insurance, 
doors are opened to you, interviews are 
easier, and you frequently have a head 
start toward signing a contract because 
your company is well and _ favorably 
known—through word of mouth, direct 
mail or magazine advertising—impres- 
sions which may have been made years 
ago. 

“Advertising can never take the place 
of personal selling in life insurance. 
You and you alone can adapt the pro- 
gram of the specific need of each policy- 
holder—plan his estate, provide the serv- 
ice and answer his questions. 


“The Northwestern’s ‘Face of Destiny’ - 


advertisements are helping to build the 
professional standing which you so richly 
deserve. This is one of the most impor- 
tant jobs we’re trying to do. We also 
want to continue to have distinctive 
messages that will make policyholders 
realize what they have, and to hold on 
to present policies while giving North- 
western Mutual prime consideration for 
the next time they buy. Selling today 
is rapidly separating the strong from 
the weak. 

“Advertising in general has done a 
big job in stimulating trade and raising 
standards of living. It hi is a still greater 


Miracle of Life Seaneenee 


Told by Wilbert F. Dalton 


Milwaukee—In presenting “The Mir- 


acle of Life ag corns as a Savings 
Plan,” Wilbert F. Dalton, special agent, 
Carroll, Iowa, centered his individual 


presentation around certain power words 
and phrases which he has incorporated 
into the Insured Savings Plan proposal. 

“Life insurance today,” he said, “is still 
America’s most popular form of thrift. 
This is indicated by recent studies which 
reveal that out of every three dollars 
of liquid savings, one in three finds its 
way into permanent life insurance sav- 
ings funds. 


“It is apparent that modern life in- 
surance offers the most in ideal sav- 
ings and investment because it guar- 
antees values and because as a form of 
property, it is more flexible than other 
ordinary investments.” 

Mr. Dalton also touched on the fact 


that the American people are quick to 
recognize a bargain, and that there is 
no better example of a bargain than 
being able to enter into a contract which 
guarantees to pay a stipulated number 
of dollars at any given time, regardless 
of conditions at the time the dollars 
are demanded. The bargain, he said, is 
the fact that one can buy a dollar con- 
tract today with relatively “cheap” dol- 


lars. 
“If history repeats itself,” Mr. Dalton 
added, “then those people who invest 


‘dime-size’ dollars in investments where- 
in they have a contractual right to with- 
draw those same dollars when they are 
much more valuable, will be well served 
by the institution of life insurance.” 


task to do right now—that of relieving 
sales effort and reducing its enormous 
expense. 

“One of the most important tools we 
have in advertising is consumer re- 
search. We ask people questions about 
what they buy, why they buy what they 
do, what they prefer, and so on. Be- 
fore we ran a single ad for you, we 
undertook a complete study of life insur- 
ance buying patterns. We w: anted to 
know what people know about life insur- 
ance they already owned. We used 4,000 
known Northwestern policyholders 
chosen at random from the premium 
mailing list, and next we took the 6,000 
people on our own consumer panel. Thus 
we could compare attitudes of the gen- 
eral public against those of Northwest- 
ern policyholders. This same project was 
repeated five years later so we are 
beginning to get a trend line to trace 
where we are going.” 

A few important facts from the com- 
plete findings were given by Mr. Lund 
to show the job being faced. After all, 
he said, we can only attack our problems 
if we know what they are. Northwest- 
ern policyholders have been and are ex- 
posed to the mailings, the personal calls 
and the other direct contacts of other 
agents. One of the primary jobs of the 
advertising is designed to help keep 
present policyholders sold. 


“Yes,” Mr. Lund stated, “you’re not 


alone. Competition today is keen for 
the consumer’s attention and for his 
dollars. The more you make yourself 


Mr. Northwestern the more the effects 
of your advertising will work for you. 

“You are not alone. Every time you 
call on a prospect, you are literally a 
one-man crowd. You have with you al- 
most 100 years of experience, a complete 
staff of legal, medical and underwriting 
assistance. You have been preceded by 
literally millions of messages paving the 
wav for you. 

“You are not alone,” Mr. Lund empha- 
sized. “Your advertising backs you up 
on a 100 to 1 ratio. For each call you 
make in person, there are 100 advertising 
calls made to help you. But they can’t 
write the application for you. Only you 
can make the sale." 


McDonald, Hoenk, Cotton 
Feature Agents’ Hour 


Milwaukee—A panel of three, consist- 
ing of John P. McDonald, company as- 
sistant treasurer, Clifford E. Hoenk, 
South Bend, Ind., and Corlett 
Kansas, conducted 


spe- 
cial agent, 
J. Cotton, 

1 Agents Hour, during which they dis- 


Lawrence, 


cussed the company’s agents retirement 
plan, including the recent changes made. 

Subjects included the new contract 
right which is available to Northwestern 
agents’ use to designate beneficiaries to 
receive their terminal commissions fol- 
lowing death. Also discussed was the 
way this contract right can be used to 
minimize estate administration, simplify 
the distribution of the estate assets, and 
avoid delays in the prompt payment 
of commissions to beneficiaries. 

Also reviewed was the new contract 
feature which gives qualified agents the 
opportunity to receive terminal commis- 
sion income in level monthly install- 
ments over a maximum 15 year period, 
following termination of the contract by 
death, disability or retirement. This 
gives agents the opportunity to level 
their tax liability as well as their in- 
come. The necessity of careful estate 
planning and correlation of the “spread 
out” plan with designated beneficiaries 
and their personal life insurance pro- 
grams, was stressed by Mr. McDonald. 

He also discussed the unusua! oppor- 


tunity to create a substantial income 
through the agents retirement plan. 
There are no dollar limits as far as 


benefits are concerned. 
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Business Insurance Plans 


Shown by Julian D. Walter 


Milwaukee—“I do not believe there is 
any doubt but that we in the life insur- 
ance business presently have the most 


opportune business 


favorable tax law, 
conditions and public acceptance of our 
product in which to sell life insurance, 
Business Life Insur- 
Walter, district 


Tenn., in 


and particularly 
ance,” said Julian D. 
agent at Chattanooga, opening 
his talk on the Business Insurance panel. 
“Nothwithstanding this opinion, I be- 


lieve should always keep in mind the 


fundamental purpose of life insurance 1n 


covering the needs of business. 


‘The primary purpose of a Business 


Life Insurance plan is to indemnify the 


company against the loss of services ot} 


its key employes. The most important 


part of any business is the human lite 


or brain power and experience of its 


very company has a size- 
training 


management. 
able investment in the selection, 
and experience of its key employes, and 
an untimely death causes a definite loss 
of a valuable 

“Business Life Insurance expresses 
this important asset in dollars and cents 
and inaemnifies the corporation against 
this type of economic loss—and our tax 
structure enables the corporation to 
cover this type of economic risk at a 
substantial discount. Management would 
certainly be subject to criticism if it did 
not own adequate fire and casualty 1n- 
surance of all kinds to protect itself 
against the economic loss of its capital 
| strongly contend that it cannot 

different where a human life is con- 
cerned,” Mr. Walter stated. 

The primary corporate purposes of 
Business Life Insurance were summar- 
ized as: 1—A fund with which to provide 
key-man indemnification in all of its 
ramifications; 2—A fund with which to 
purchase all or a part of the stockhold- 
ings of the key-man upon his death; 3— 
\ fund with which to continue all or a 
part of the key employe’s salary to his 
family for a period of time; 4—A fund 
with which to provide for his ultimate 
retirement, and 5—The accumulation of 
corporation reserves. 

Mr. Walter then discussed some of the 
changes in the 1954 Internal Revenue 
Code that, in his opinion, makes Business 
Life Insurance even more advantageous 
to the purchasers and consequently 
easier to sell. A number of case illus- 
trations were cited. 


asset. 


assets. 


Planned Income Feature 


Shown by J. S. Stobbelaar 


Milwaukee—Following the demonstra- 
tion of the merit of the Insured Savings 
Plan by Glenn Richards and Wilbert 
Dalton, the program next presented John 
S Stobbelaar, assistant director of agen- 
cies, Who stressed the case for Planned 
Incomes under the title of “Take the 
Next Step.” 

He commented that the Insured Sav 
ings Plan has much merit as a selling 
tool, especially for the new agent, be- 
cause it gives him a track to run on, 
tells an appealing story, has built-in 
closes, and is a handy instrument for con- 
verting the newer agent’s time into the 
dollars that are so important to him. 
It has merit, too, for the older agent in 
certain situations where savings are the 
important consideration, and where over- 
all planning is not indicated. 

“But,” Mr. Stobbelaar said, “what is 
the next step? Isn’t there a time when 
transition should occur from the pack- 


a 
as pre sentation to programming as a 


weneral method of operation ? 
“By taking the 
Incomes, the 


Planned 
more 


step up to 


agent can provide 


Veteran Clyde O. Law in 
Tribute to Northwestern 


Milwaukee—One of the Northwestern 
Mutual’s revered veteran agents, Clyde 
O. Law, Wheeling, W. Va., who has a 
record half century of outstanding 
service, “My Career With 
Northwestern,” at the Tuesday after- 
Mr. Law is a prominent 
and has served as 





discussed 


noon session. 
Methodist lay leader 
and president of the board of 
Wesleyan College. He 
and B.S. from Wes- 
leyan and has a Master of Bus. Adm. 
Harvard. Mr. aSSO- 
with the company in 
developed into a_ successful 
1913 to 1920 he 
and then was appointed general 
agent. During this tenure he developed 
the West 


the company’s 


a trustee 
West Virginia 
received an LL.D. 


became 
1905, and 
producer. 
a district 


from Law 


ciated 
from was 
agent, 
Virginia agency into one of 
largest, and brought a 


into the business who 


men 
into outstanding 


number of 
developed agents and 
general agents or com- 
pany 1953 Mr. Law retired 
from general agency responsibilities and 


several became 


officers. In 


returned to personal production. 

“Out of my half century experience 
with the Northwestern Mutual Life,” 
Mr. Law “may | propose this sug- 
gestion to new agents: 

“If you aspire to your maximum suc- 


said, 


cess as a life insurance man, continue to 
attend all the sessions possible of these 
Agents annual meetings. 
Kate them a must! Attend to get all 
you can absorb until you, too, are able 
to give in return. | attended my first 
home office meeting just 40 years ago, 
and | have not missed one since. How 
great a debtor am | to scores of agency 
meetings ! Just how much one gets out 
of these July meetings may be judgea 
otten by the August results. 

‘As a gardener finds his maximum 
satisfaction i developing a choice rose 
among many, so a builder of men at- 
tains his greatest joy in seeing poten- 
tual salesmen bud and blossom as_ the 
truit ot his own cultivation. This glori- 
ous privilege the Northwestern Mutual 
Lite entrusted to me early in my career. 
the greatest joy ot my business life was 
thus afforded me. | have come here 
primarily to return my thanks and grati- 
tude therefor to my company,” Mr. Law 
said in concluding his remarks. 


Association of 


complete service to his policyholders. 
How the agent fares justo the transi- 
tion period and after and whether it is 
profitable for him to take this step was 
answered in a survey conducted during 
the early part of this year among agents 
who had attended one of the four Career 
Schools during the two-year period prior 
to April, 1955. The replies indicated that 
91% were Planned Income users to 
some degree. Among the interesting 
facts revealed were that less than 40% 
of the lives written on the Planned In- 
come basis, yet it provided over 61% 
of the volume of this group of young 
agents. The average size of the non- 
Planned Income sale was $6,774, com- 
pared with $13,225 of Planned Income 
sale. In the case of a group of veteran 
producers surveyed, Planned Income 
amounted to about 48% of total produc- 
tion, average Planned Income sale was 
$15,889, compared to $11,809 on all other 
types of business written. 

“The figures obtained from the sur- 
veys produce powerful evidence in prov- 
ing the case for Planned Incomes,” Mr. 
Stobbelaar said. “It is the case for the 
life insurance agent and abcnens the 
case for the professional concept. To 
all who have not done so, ‘Take the Next 
Step,” Mr. Stobbelaar strongly urged. 


Sales Opportunities Under 
Revenue Act Seen by Reed 


Milwaukee—Sales ideas were pre- 
sented by Arthur D. Reed, special agent, 
Nashville, on Section 303 of the new 
Revenue Act, which he called the stock 
redemption section, and the short term 
trust covered by 673 and_ subsequent 
sections. 

“The right of redemption of stock of 
a close corporation for payment of es- 
tate and inheritance taxes continues to 
be the biggest break of modern times 
for us as insurance agents,” Mr. Reed 
said. Section 115g (3) of the old law 
permitted an estate to sell to a cor- 
poration sufficient stock to pay estate 
and inheriance taxes where the value of 
the stock belonging to the decedent con- 
sisted of more than 35% of his gross 
estate, without having the purchase price 
treated as a dividend. 

Section 303 of the 1954 Act broadened 
this provision to also permit redemption 
where such value consists of more than 
50% of the net 
many instances will amount to only 25% 
Further, several cor- 
single 


taxable estate, which in 


of his gross estate. 
porations may be treated as a 
corporation if decedent owns more than 
75% otf the stock of each. Also, sufficient 
stock redeemed to pay 
funeral expenses and administration ex- 
in addition to estate and inheri- 


may now be 
penses, 
tance taxes. 
“Another of the best tools the 1954 
Act gives us,’ Mr. Reed said, “is the 
short term revisionary trust, covered un- 
der Section 673 et sec. The mechanics 
Grantor creates a trust for 
than 10 years, during which 
time someone else must be the bene- 
ficiary of the income, and at the end of 
the trust period the trust property re- 
verts to the grantor. The one exception 
to the 10-year requirement is that in the 
death of the beneficiary, the 
terminate at that time.” 


are simple. 
not less 


event of 
trust may 
The principal advantage of such a 
trust lies in the income tax savings, al- 
though there would also be slight in- 
heritance tax savings if donor’s death 
occurs during the trust period. Income 
from the property will be taxed to the 
beneficiary if paid out to him, or to the 
trustee if accumulated during the trust 
period and paid out to the beneficiary 
at the termination of the trust. In 
either case, Mr. Reed said, we may as- 
sume there will be substantial savings. 





Davis on Business Cases 
Milwaukee — As a young man in the 


business, Mr. Davis emphasized that 
either as a result of cold calls or a 
referral basis, business insurance pre- 


sentations are closed to solve personal 
as well as business needs. He added 
that since a good percentage of the 
volume that put him into the Million 
Dollar Round Table last year, outlined 
those cases and presented one case in 
particular from start to finish. 

“The young underwriter who does not 
make business insurance calls is passing 
up sales of real consequence,” Mr. Davis 
said. “It is a wonderful method of ‘get- 
ting to’ the substantial and usually older 
buyer because many times his personal 
insurance underw riters can be by-passed. 
The approach,” he added, “has many of 
the attributes of a package sale and, 
with experience, can be directed into a 


complete fact-finding interview which 
is, of course, the real basis of every 
sale.” 


Glenn S. Richards Gives 


Some Results of Survey 
Milwaukee — Many interesting facts 
about the Insured Savings Plan sales 
presentation as revealed in a survey were 
related by Glenn S. Richards, CLU, edy. 
cational assistant. He found that not 
only are a substantial number of North. 
western agents using this presentation, 
but they also are getting outstanding 
results. 

In a study of first-year men in the 
business, the Insured Savings practition. 
ers were realizing a sale for each 43 
closing interviews, as compared with , 
closing ratio of 6.6 for first-year men 
using all types of selling presentations. 
Thus, the agents using the Insured Say- 
ings sales talk registered a very signif.- 
cant 35% increase in sales efficiency. 
These figures, Mr. Richards said, cer- 
tainly seem to validate the great effec- 
this’ organized sales Story, 

In addition, it was found that usage 
of the ISP presentation was quite uni- 
form in rural, city and mixed territories, 
Even more encouraging the fact 
that effectiveness was very similar in 
each of these three different type terri- 
tories. 

The study further revealed that while 


the ISP presentation is in the form z a 
prepared and organized sales talk, 
still leaves ample room for different in- 
dividuals to adapt the salient points of 
the presentation to their respective per- 
sonalities and thus individualize and dis- 
tinguish their own delivery. 

In conclusion, Mr. Richards said, the 
ISP presentation appears wonderfully 
well suited to continued use in today’s 
market. Fortunately, the old-age virtue 
of thrift is still very much alive in this 
20th Century, and the Insured Savings 
Plan is the direct answer to prospects 
who want to save money successfully. 


tiveness of 


was 





“Is This Your Life,” Play 
By Laflin Jones Presented 


Milwaukee—A feature of the Monday 
morning session was a dramatic presen- 
tation of a life insurance play, “Is This 
Your Life?” written and directed by 
Laflin C. Jones, CLU, director of insur- 
ance service and planning at the North- 
western Mutual home office. The play 
requires only one “live” actor, the nar- 
rator, a part expertly taken by Kenneth 
W. Greaves of the Shorewood Players 
group of Milwaukee. A_ succession of 
excellently done color slides illustrated 
the recorded dialogue of the principals 
in the play. 

The objective of the sketch is to make 
each agent in the audience identify him- 
self with the principal character on the 
stage and thus gain a more vivid insight 
into his own role in his work and in his 
community. The face of the hero, Bil 
Underwood, never appears on the screet, 
although he shares in most of the dia- 
logue. This enables the spectator to 
identify himself unconsciously with Un- 
derwood, whose career is typical, yet 
sufficiently individual to seem real. 

The plot takes the hero through his 
introduction to the life insurance busi- 
ness, through various experiences as 4 
producer that make him aware of his 
tremendous responsibilities as an agen! 
to his clients and their beneficiaries, 
the point where he has succeeded as a! 
agent. 

In the final scene, to climax the story, 
3ill is alone with an older friend, 
successful life insurance man who leads 

sill from reliance on “the warped ane 
rusty rudders of old habits” to the a> 
sumption of a mature responsibility 10° 
deciding his own goals and how * 
achieve them. 
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New York Life Promotes 
Three at Home Office 


BRADDOCK 2ND VICE PRESIDENT 





Robert C. Bissell and Ernest H. Donath 
Get New Fosts as Assistant Vice 
Presidents 





James H. Braddock has been promoted 
to second vice president and Robert C. 
Bissell and Ernest H. Donath have been 
named assistant vice presidents of the 
New York Life. 

Mr. Braddock, who joined the actuarial 
department of New York Life in 1935 





Associites 


Jerry Saltsberg & 
ROBERT C. BISSELL 


after his graduation from Harvard, is 
being transferred to the Group insurance 
department where his responsibilities will 
of general administrative 
Mr. Braddock 
in 1945, 


be in the area 
work within a department. 
was made an assistant actuary 


rorry Saltsberg & Associates 


ERNEST H. DONATH 


actuary in 1949 
1950. He is a Fellow of the 
Society of Actuaries. He served in the 
Navy during World War II. 

Mr. Bissell joined New York Life in 
( 

1930. He became an administrative assis- 
tant in 1948 and an executive assistant 
in 1954. He will continue the work he 
has been doing since 1948 in policy set- 
‘ements and service, assisting second 


an associate and an 


actuary in 





Jerry Salisherg & Associates 


JAMES H. BRADDOCK 


vice president David Clair. Mr. Bissell 
is a member of the International Claims 
Association, the Eastern Life Claims 
Conference and the Life Claims Confer- 
ence of Greater New York. 


Mr. Donath joined New York Life 
over 40 years ago and some of his 
special responsibilities have included 


chairman of the forms committee, mem- 
bership on the job evaluation committee 
and the committee on suggestions. He 
has studied at New York University, 
the American Management Association 
and Columbia University. A past presi- 
dent of the Goodfellowship Club of New 
York Life, he will assist second vice 
president Edward B. Williams who is in 
charge of issue and change of policies. 





Bankers National Changes 


Rates on Female Risks 


Bankers National Life of Montclair, 
N. J; is preparing to issue special poli- 
cies with more favorable rates for female 
risks. At present, plans are to issue life 
paid up at age 65 and 20 payment life, 
both on a guaranteed cost basis. 

The policies will have lower rates than 
for men at comparable ages, with the 
decrease in premium of about 10% at 
age 20, reducing gradu: uly to age 55. 
Minimum amount of issue will be $3,000 
and tentative age of isue 10 through 55. 

These new policies will be issued to 
female risks at standard rates only. The 


company’s regular participating policy 
forms will still be available for sub- 


standard female risks. Waiver of pre- 
mium and accidental death benefit may 
be added if desired. 





Longmire Agency Appoints 
Fuller Brokerage Manager 


Frederick V. Fuller, who has just ob- 
served his 25th anniversary in the insur- 
ance business, has joined the Rudolph 
D. Longmire Agency, Pasadena, Calif. 
of Manhattan Life as brokerage man- 
ager. 

He started in life 
Sun Life of Canada in 
1930, and later became a member 
Group field force in Montreal. Subse- 
quently he transferred to the Toronto 
Group office. In 1951, he became admini- 
strative supervisor with Zurich Insurance 
Company’s west coast Group department 
in Los Angeles. 

Since 1952, Mr. 


insurance with 
Montreal in 
of the 


Fuller has been a di- 
rector and the treasurer of the Beverly 
Hills Chapter of the American Associa- 
tion for the United Nations, as well as 
a member of the Los Angeles County 
Conference on Community Relations. 

A native of London, England, he was 
educated at Stonehurst College, one 
of Great Britain’s oldest schools. 











SPECIAL OPPORTUNITY for 
10 PERSONAL PRODUCERS 


IN MARYLAND, VIRGINIA, NORTH 
CAROLINA, TENNESSEE, GEORGIA, 
SOUTH CAROLINA, MISSISSIPPI, 
LOUISIANA, ALABAMA OR 
FLORIDA. 


If you reside in any one of these 
states— 


If your paid business was over 
$500,000 last year— 


If your 
18%— 


lapse rate was below 


If you want to expand your oper- 
ations and income— 


THIS IS YOUR 
OPPORTUNITY 


If you would like the highest com- 
missions in the industry on per- 
sonal business— 


If you would like to appoint sub- 
agents and, after giving them a 
top commission contract, receive 
an over-ride commission— 


If you would like to have these 
advantages plus group insurance 
and personal pension plan... with 
a major company .. . both life and 
A&H. Then ask about our 


SPECIAL DISTRICT PLAN 


In your first letter give (1) per- 
sonal details about yourself (2) 
your life insurance history and 
record (3) small photo or news- 
Paper or magazine picture of self. 
(Not returnable.) 


All communications strictly confi- 
dential. Our field organization 
knows about this advertisement. 


ADDRESS: 


SALES MANAGER 


Box 2338, The Eastern Under- 
writer, 93 Nassau Street, New 


York 38, N. Y. 

















Matson Assurance Selects 


Woodland, Los Angeles Mgr. 


The appointment of Herbert K, Wood- 
land as regional manager in Los Angeles 
of Matson 


Assurance Co. is announced 


by H. B. Perrin, president. 

Matson Assurance, a $4,000,000 subsidi- 
ary of Matson Navigation Co., was 
formed in January of this year. Its ac- 
tivity presently centers in the field of 


Group life and Group accident and 
health. Long-range plans of the com 
pany call for extension of its services 
to the 11 western states. 

Mr. Woodland for many 
regional Group manager in Los Angeles 
for Continental Casualty. Prior to that 
he was district manager in southern 
California for the Zurich. More recently 
he served as vice president of the Ray 
Rosendahl Co, Los Angeles. He is ac 
tive in insurance association work, and 
was formerly president of the Group 
Managers Association of Los Angeles. 
A native of the Midwest, he is a resi- 
dent of Pasadena. 

The new Matson Assurance office in 
Los Angeles is at 533 West Sixth Street, 
the same location as Matson Navigation 


Co, 


years was 


EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 
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Urge Favorable Action on 
Income Tax Legislation 


Favorable action by the Senate Fi- 
nance Committee on the life insurance 
company income tax bill passed unani- 
mously last week by the House of Rep- 
resentatives was urged by the chair- 
man of the joint committee on Fed- 
eral Income Taxation of the American 
Life Convention the Life Insurance As- 
sociation of America and the Life Insur- 
ers Conference 

Robert L. Hogg, the joint committee’s 
chairman, who is senior vice president 
of Equitable Life Assurance Society, 





ears Sect 





Tax Bill Dies in Committee 

Washington, D. C., July 26.—The Sen- 
ate Finance Committee today split its 
vote five to five on the Mills-Curtis life 
insurance company tax bill. This means 
that the life insurance tax legislation for 
1955 will be deferred until Congress re- 
convenes next January. 





neh teeemeaal 


pointed out that the bill had developed 
out of long and careful consideration and 
detailed hearings on the whole question 
of life company taxation conducted by a 
special House Ways and Means subcom- 
mittee established early in 1954. 

He said the bill as passed by the 
House incorporates three sound and 
basic principles for life insurance com- 
pany income taxation—that investment 
income is the only practicable base for 
income taxation of life companies, that 
due recognition must be given to the 
fact that certain of the investment in- 
come must be used to maintain sound 
reserves, and that stock and mutual life 
insurance companies should be taxed on 
he same basis. Moreover, Mr. Hogg 
pointed out, the bill provides tax relief 
for small, new companies in their early 
development and growth stages. 

The pending bill contains improve- 
ments over previous Federal tax laws, 
he said, in that it provides a redefinition 
of gross income to include oil royalties 
and certain other types of income, it con- 
tains safeguards against tax avoidance, 
applies corporate tax rates to a reduced 
tax base instead of a low tax rate to a 
higher base, is applicable to the life in- 
surance business on a company-by- 
company basis, and it allows deductions 
for income allocable to pension plans, 
annuities and similar types of life in- 
surance company contracts. 

Mr. Hogg observed that the bill also 
provides for separate taxation of acci- 
dent and health insurance business in- 
come of the life companies, as distinct 
from income on their life insurance busi- 
ness. 

With regard to the major deduction of 
85% of income allocable to their life 
insurance business for the purpose of 
establishing and maintaining reserves 
from which to meet the claims of policy- 
holders and their beneficiaries, Mr. Hoge 
pointed to the report of the House Ways 
and Means Committee, which set forth 
that while the companies in recent years 
have consider: ibly strengthened their re- 
serves, “it does not appear desirable that 
tax liz ibility should depend on pure book- 
keeping changes” and that “the ratio of 
interest requirements to current earn- 
ings, interest earnings will vy: iry consider- 
ably over time because of the slow ad- 
justment of reserve interest patterns to 
changing interest rates.’ 


REPUBLIC N, NATIONAL SCHOOL 
Ten representatives of Republic Na- 
—s Life attended a basic school at 
> Dallas home office July 1i- 15. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











‘Heads Newark Group Office 
For State Mutual Life 





MAUKE 


WILLIAM W. 


State Mutual Life announces the open- 
ing of a new Group insurance office in 
Newark to serve the northern New Jer- 
sey area with William W. Mauke in 
charge 

A gri ‘aduate of the U niversity of Iowa, 
Mr. Mauke was formerly assigned to 
the company’s New York office. He is a 
Coast Guard veteran and a member of 


the New York Life Underwriters Asso- 
ciation. 
At the same time it was announced 


that Charles E. Lapp, Jr., had joined the 


Minneapolis office. 







JEFFERSON 
STANDARD’S 


MY 
A 


on renewal commissions left 
on deposit by members of the Field Force. Jefferson 
Standard agents now have over $134 Million on de- 
posit with the company and the amount is growing 
every month. These deposits provide security for 
the future with an income in the present—yes, 4% 


makes a big difference.” 


Jefferson 


LIFE INSURANCE COMPANY 
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LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Colonial Meeting 


(Continued from Page 3) 


guide for an agent to develop public 
relations for the business and himself 
in his community: “Know your busi- 
ness; keep your policyholder’s interests 
uppermost in your mind; be positive— 
aggressive but never offensive and live 
in the community as a good citizen and 
cause people to like you by participating 
in community affairs and activities. He 
said that good public relations is a 
valuable ally in business. If one is to 
be more successful in the life insur- 
ance business, he should be a good public 
relations practitioner, not only for him- 
self and his company, but for the life 
insurance business as a whole.” 

The several parts of The Selling Proc- 
ess were thoroughly analyzed on Tues- 
day morning by five men, including Ed- 
ward J. Hilbert, James I. Hyde, Richard 
D. Ejichenberger, Sanford R. Johnson 
and William J. Rogers, all Colonial Life 
general agents. In addition, Joseph F. 
Kelly, Jr., William F. Kavanaugh, Ed- 
ward J. Leonard and Thomas J. Moran 


participated in demonstrations in con- 
nection with the sales process. 


Over $1.3 Billion 


Insurance 
in Force 





Says: 
“My company pays 
4% compound interest 

















tandard 


Home Office: Greensboro, N.C. 


N 
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A talk entitled “The Colonial Story” 
was made by president, Richard zB 
Evans. He outlined the company’s ideals 
and objectives and invited suggestions 
and questions from the public, its poli- 
cyholders and its agents on the com. 
pany’s operations. 


Home Office Panel 


A panel of home office partners apn- 
swered questions regarding Colonial 
Life’s practices and procedures. The 
panel included Eric G. Johnson, vice 
president as chairman, William C. Brown, 
vice president and actuary, William H 
Fissell, superintendent Ordinary agen- 
cies, Joseph B. Treusch, director of 
public information and Gerald W. Me- 
Ewen, agency assistant. 


Agent Donald W. MacConnell, Red 
Bank, N. J., gave a talk on his 1955 
objectives. He said that some might 


think his was a goal only attainable for 
the large jumbo case w riter. On the con- 
trary, he said his goal is based on sell- 
ing as many lives as possible. He felt 
that if he could get his story across 
to as many people as possible, he would 
accomplish his volume goal. Some agents 
work for money and some for personal 
satisfaction — Mr. MacConnell believes 
both desires to be necessary in the 
thinking of the agent. His advice was 
to shoot with a rifle instead of a shot- 
gun toward a definite sales objective. 

A two-minute sales idea forum fol- 
lowed in which the audience partici- 
pated by contributing brief but effective 
sales ideas out of their own experiences. 
Ballots were provided for voting to de- 
termine the prize winning ideas. Win- 
ners were William J. Rogers; Donald W. 
MacConnell and David M. Daniels. 

Vice president Johnson gave the clos- 
ing talk of the conference. He pictured 
the dynamic economy of today with 
its excellent climate for sales as con- 
trasted with the situation in the 1930s. 
“But it wil be smart to remind our- 
selves,” said Mr. Johnson, “that in good 
times or otherwise, the service we dis- 
tribute must be sold. We are constantly 
competing with those things which pro- 
vide immediate comforts and pleasures 
and leisure, while life insurance bene- 
fits will come in the future. It is to be 
hoped that the present prosperous times 
do not give us the notion that economic 
adversity might never again occur. To- 
day, the life insurance underwriter has 
an unparalleled opportunity to create 
a backlog of renewal income that will 
serve him well years hence.” 

Mr. Johnson expressed his belief that 
the Colonial field force will reach even 
greater production goals during the bal- 
ance of this year and in 1956. 





Pru Benefits in Six Months 

Policy benefits paid by the Prudential 
throughout the United States, Canada 
and Hawaii during the first six months 
of 1955 totaled more than $467,000,000, 
the company announced this week. 

This exceeds by more than $30,000,000 
the amount paid out during the similar 
1954 six-month period and includes all 
types of cli 1im payments, dividends, an- 
nuities and other insurance benefits, 
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Made Assistant Counsel 
Of Massachusetts Mutual 


NORWOOD COX 


Norwood Cox has been appointed an 
assistant counsel of Massachuetts Mu- 
tual Life, Springfield, Mass. and joined 
the company on July 25. He was for- 
merly associated with a leading Boston 
law firm and is a member of both the 
Massachusetts and Boston Bar Associa- 
tions. 

Mr. Cox served for 18 months as law 
secretary to Judge George G. Sweeney 
of the U. S. District-Court of Massachu- 
setts. He attended private schools in 
England, France and Germany, and was 
graduated from the Universite de 
Grenoble. He received his law degree 
from Northeastern University School of 
Law, Boston. 

When Mr. Cox returned to the United 
States, he taught skiing in Colorado 
and New England and was ski coach 
for Harvard University before joining 
the Office of Strategic Service. With 
the OSS, he helped coordinate French 
underground resistance activities and en- 
gaged in research in international law 
in preparation for the war crimes trials. 





Shaff Agency Names Kearns 

Mort E. Shaff, general agent for 
United States Life, announced the ap- 
pointment of Raymond T. Kearns as ac- 
counts executive for the agency. 

Mr. Kearns entered the life insurance 
business in 1950 with a Phoenix Mutual 
Life Agency in New York City. He 
joined a New York agency of Continen- 
tal Assurance as brokerage supervisor 
in 1954. 

As accounts executive with the Shaff 
Agency of 1 Park Avenue, Mount Ver- 
non, New York, he will supervise the 
brokerage operation of the agencv. Mr. 
Kearns will also recruit and train full 
time agents. 

Mr. Kearns attended Columbia Uni- 
versitv. He spent 3% vears in the Army 
Air Force in the Pacific Theatre of Op- 
erations. 





W. F. CLEAVER DIES 
_W. F. Cleaver, 53, manager of the pol- 
Iev department at American United Life, 
died recently. 

Associated with American United since 
1941, Mr. Cleaver had previously spent 
I8 vears in the insurance business. He 
was born in Cumberland, Maryland, and 
had heen an Indianapolis resident since 
192) 


Travelers’ Life Promotions 

Travelers’ announcement of five pro- 
Motions in its home office life depart- 
ment appears on Page 27 of this issue. 





Pru’s Major Medical Changes 


Edmund B. Whittaker, vice president 
of the Prudential, announced on July 26, 
rate reductions and liberalizations in the 
company’s Group major medical expense 
insurance plans. Details are on page 32 
of this edition. 





PHILLIP FORD’S NEW POST 





Joins Atlantic Life as A. & S. Field 
Assistant After Three Years with 
Continental Casualty in N. Y. 

Phillip Ford, formerly an A. & H. 
field representative of Continental Casu- 
alty in New York, has been appointed 
field assistant for the accident and sick- 
ness department of Atlantic Life of 
Richmond. 

Mr. Ford began his career in 1946 as 
an agent with the Liberty Mutual and 
joined Continental in 1952, 

A native of Massachusetts, he at- 
tended Wesleyan University. During 
World War II, he was a crewman on a 
B-24 and flew 23 missions over Europe 
with the Eighth Air Force. 

As field assistant, he will serve as 
direct assistant to H. Stanley Marma- 
duke, manager of Atlantic Life’s acci- 
dent and sickness department spending 
most of his time in the field. 





General American Changes 
In Group Polio Coverage 


In line with recent scientific advance- 
ments in the prevention of poliomyelitis, 
General American Life has substantially 
liberalized both its new and 
Group Poliomyelitis coverage at no in- 


existing 


crease in premium. 

The company will now pay, for Infan- 
tile Paralysis victims, medical surgical 
and hospital expenses in addition to basic 
benefits. 
were paid as a part of the maximum 
amount paid on These 
liberalized benefit provisions will be ap- 


plied to all existing insurance. 


Previously, the basic benefits 


polio claims. 


In addition to increasing the total 
amount payable under a_ poliomyelitis 
rider, General American Life has ex- 
tended the period during which expenses 
will paid from “within two years from 
the date of commencement of the poli- 
omyelitis” to “three years” from that 
date. 

Vice President Emil E. Brill, in an- 
nouncing the changes pointed out that 
“recent progress in medical methods for 
combating poliomyelitis makes possible 
this expansion of coverge.” 
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BUREAU 
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is coming!” 


Bankerslifemen 


Sell Planning 


Maybe it’s just funny that a weatherman wouldn’t know 
when a rainy day is coming, but it isn’t funny not to plan 
for the other kind of “rainy day”. 


That’s why Bankers/ifemen are trained from their first 
days in their agency offices to help their clientele make 
plans. Such planning covers protection for widows and 
orphans, provision for retirement income and the more 
complicated plans covered by business insurance and pro- 
viding cash for estate purposes. 


Because Bankers/ifemen do help their clients make and 
implement effective plans, they are the kind of life under- 
writers you are glad and proud to know as griends, fellow 


workers or competitors. 
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‘COMPANY 
1OWA 








YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 













Hearthstone Insurance Co. of Mass. 


395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 


Fond du Lae, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 
President 





Miller Succeeds Eteson as 
State Mutual Controller 





Melkon Studio 


ROBERT A. MILLER 


State Mutual Life has announced the 


retirement of its controller, James H. 


Eteson, who has been associated with 


the company for 33 years. He will be 
Robert A. Miller. Both 


changes will become effective as of Sep 


succeeded by 


tember 1. 

Mr. Eteson State Mutual in 
1922, in 1943 and was 
elected controller in 1947. 
ber of the American Accounting Associa- 
tion and the New York Insurance Ac- 
counts Club. He is a past president of 
the Boston Control of the Controllers 
Institute of America, former chairman 
of National Education Committee, has 
served as trustee of Controllership Foun 
dation and is currently a member of the 
National Executive Committee. He is a 
former member of the cost committee on 
accounts of the Insurance 
Accounting and Statistical Association 

Mr. Miller joined State Mutual in 
1954 as director of field office admini 
stration and then advanced to associate 
controller. A graduate of Colgate Uni 
versity and a CPA, he has had wide 


joined 
became auditor 


He is a mem- 


reports and 


experience in control, budget and audit 
work. 
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Aetna Life Leaders Hold Four-Day 
Meeting at White Sulphur Springs 


A four-day meeting ending July 17 
at the Greenbrier Hotel for leading rep- 
resentatives of Aetna Life concluded the 
1955 series of regional conferences for 
the Corps of Regionnaires, national hon- 
orary organization of the company’s top 
salesmen. Three other meetings pre- 
ceded the Greenbrier conference, two at 
Lake Placid, N. Y., earlier in July and 
one at Santa Barbara, Calif., in June. 

Honored at the opening of the Green- 
brier meeting were three members of the 
Regionnaires’ Old Guard who have qual- 
ified for the Corps each of the 27 vears 
since it was founded. They are Harry 
G. Feldman, Pittsburgh, H. G. Robbins, 
*hiladelphia, and Freeman N. Stricklin, 
Sr., Washington. Special recognition was 
also accorded the 45 veteran Region- 
naires who have been members for 10 
or more years. 

The Regionnaires were welcomed to 
the White Sulphur Springs conference 
by T. J. Gillooly, Insurance Commis- 
sioner of West Virginia. 

Robert B. Coolidge, Aetna Life vice 
president, under whose direction the 
meetings were being conducted, reported 
that the Ordinary life business has es- 
tablished a new production record each 


of the last five vears, and that so far 
in 1955 new business is running 15 to 
20% ahead of last vear. 

In spite of all that has been said 
and written in recent vears about the 


encroachment of government insurance, 
Social Security and Group insurance on 
the Ordinary market, Mr. Coolidge point- 
ed out..new Ordinary business keens on 


increasing at an accelerating pace 
Mr. Coolidee named two principal 
mirces for this huge exnansion: first, 


P . 
hwaness 


orgenizations are buvine in- 
reasing amounts of Ordinarv insurance 
variet. of purposes and, second, 
a verv ranidly growing number of neo- 
ple are advancing to an income bracket 
] 


which 


for a 


permits the purchase of substan- 
tial amounts of Ordinarv life insurance. 
Predicting that the gains in the Ordi- 


nory field wonld continue for manv vears, 


Mr. Coolidee said he did not helieve 
that in order to reach this ranidlv ex- 
nanding market it would he necessarv 


the professional concept of 
in favor of policv sell- 
seem to be 


to abandon 
life underwriting 
ine. as some companies 
doing. 

Emphasis on Estate Control Plan 

Aetna Life will continue to emphasize 
the estate control plan as its major sales 
instrument, Mr. Coolidge stated, pointing 
out that those who constitute this new 
market would also appreciate this meth- 
od of buying life insurance just as much 
as others had in the past. 

The importance of programming was 
stressed by a group of Aetna Life’s old- 
est and newest producers during a panel 
discussion presented by representatives 
of the Philadelphia general agency, with 
L. Kent Babcock, JTr., CLU, general 
agent, serving as moderator. Panel mem 
bers included H. G. Robbins, W. P 
Fackler. CLU, E. G. Braun, IJr., ana 
W. E. Renner. 

A number of different 
accident insurance were 


approaches to 
described bv 


William P. Budner of Dallas, one of 
Aetna Life’s foremost producers in the 
accident and health field. He urged 


the Regionnaires not to overlook the 


need of those other than the head of 
the family when discussing accident in- 
surance. 

New techniques in the life under- 
writing field were brought out during 
a panel discussion moderated by John 


kK. Luther, CLU, assistant sunerintendent 
of agencies. Participating on the panel 
\rwood Henderson, director of 
Donald S. Connell, assistant 
sunerintendent of agencies: and J. H. 
Werner. life advertising manager. 

The application of the 1954 Internal 


were 


agencies: 


Revenue Code to life insurance problems 
was the subject of a talk by Raymond K. 
Adams, assistant counsel of Aetna Life. 

In a talk entitled “Shoes,” William 
N. Boyd, a CLU from Seattle, Wash., 
told the Regionnaires: “I know of no 
practical substitute for shoes, just as I 
know of no substitute for life insurance. 

“We are all vulnerable to death at any 
time,” Mr. Boyd pointed out. “Take 
my working shoes away and my life 
insurance policies would replace them— 
all for just a few dollars a month. But 
if I don’t die, those same policies have 
another job to do in providing for re- 
tirement years—a guaranteed income for 
life in the event I choose to exchange 
these working shoes for house slippers 
some day.” 

Miniature Group Plan 


A description of the company’s new 
miniature Group plan, designed espe- 
cially for firms with 10 to 35 employes, 
was presented by J. E. Holt, general 
agent at Houston. The new Group plan 
is a package program including life, ac- 
cidental death and dismemberment, sick- 
ness and accident, and _ hospitalization 
and allied coverages. 

W. Rav Hutch, Aetna Life general 
agent at Buffalo, pictured the many 
new horizons which an aggressive ap- 
proach to the field of business insurance 
can provide in building a sound future 


in the life insurance business. Mr. 
Hutch said that a recent survey of 
Million Dollar Round Table members 


disclosed that business insurance was the 
foremost factor in enabling them to meet 
the qualifications for the organization. 


American United Life 
Expands Term Coverage 


Expanding its line of Term coverages 
to offer protection of a temporary and 
decreasing nature at minimum 
American United Life adds the income 
protector and mortgage protection poli- 
cies. 

The income protector is designed to 
provide a specified monthly income from 
the date of death to the date of expiry. 
The protection period may be any num- 
ber of years from 10 to 50. Minimum 
policy size is $50 monthly income and 
$50 annual premium. 

The mortgage protection policy pro- 
vides insurance protection to cover the 
decreasing outstanding balance of the 
usual four to 6% mortgage loan. Five 
plans are offered—10, 15, 20 and 25 and 
30-vear plans with level premiums for 
8, 13, 18, 23 and 28 years respectively. 
Minimum policy size is $5,000. 

Both policies are issued at ages 20 
through 60. Conversion to permanent 
life or endowment may be made up to 
five years before the date of expiry. 

In addition to these new policies, a 
new mortgage redemption rider is of- 
fered. This rider may be added to any 
life or endowment form and_ provides 
additional insurance decreasing monthly 
from the date issued to the end of the 
selected Term period. 

Available Term periods are 10, 15 and 
20 years and to age 65. The insurance 
is payable in one sum at death or may 
be applied under any of the company’s 
regular settlement options. 


cost, 


Pan-American Gains 
\ gain of more than 25% in paid-for 
business for the first six months of 1955, 
as compared to the same period of 1954, 


was reported by K. D. Hamer, vice 
president and agency director, Pan- 
American Life, New Orleans. Total] in- 


surance in force is now $778,000,000, As- 
sets are in excess of $167,000,000. 


June Life Sales Up 25% 
life 
amounting to $3,995,000,000, brought the 
aggregate for the first six months of the 
year to $23,435,000,000, or 25% more than 
The June figure, reported 
by the Life Insurance Agency Manage- 


June purchases of insurance, 


a yeur ago. 


ment Association, compared with $3,- 
189,000,000 in June of last year. 

Purchases of Ordinary life insurance 
in June were $2,728,000,000, or 23% over 
June a year ago. This was the largest 
June total on record for Ordinary in- 
surance. 

Industrial life insurance bought in 


June amounted to $570,000,000, an in- 
crease of 5% from the corresponding 
month last year. 

New Group life insurance amounted to 
$697,000,000 in June, an increase of 64% 
from June a year ago. This was the 
largest June total on record for Group 
life insurance. These figures represent 
new groups set up only and not addi- 
tions under Group insurance contracts 
already in force. 

In the first six months of year, Ordi- 
nary life insurance bought accounted for 
$14,910,000,000, an increase of 18% over 
last year. Industrial life insurance pur- 
chases represented $3,367,000,000 of this 
year’s six-month total, up 3% from last 
year, while new Group life insurance 
amounted to $5,158,000,000, an increase 
of 85% from the first six months of last 
year. 





General American Claims 


Of the 97,491 claims of all types pre- 
sented to General American Life for 
payment in 1954, only two representing 
002% resulted in litigation, President 
Powell B. McHaney has announced. 

The company paid out, last year, to 
policyholders and beneficiaries in various 
forms of policy benefits 64.2% of its total 
income or a sum of $34,711,697.51. This 
represented an increase of $2,648,494 over 
claims paid in 1953 and a sum almost 
two and one-half times as much as was 
paid out ten years ago. 

Included in General American Life’s 
1954 claims were payments of $108,905.63 
in disability income, provided under the 
additional indemnity rider. As benefits 
under its waiver of premium total and 
permanent disability rider, the company 
waived premiums totaling $59,347.36. 





Resigns Maccabees Post 

The Maccabees has announced the res- 
ignation of Supreme Trustee Ruben 
Young as a member of The Maccabees 
Board of Trustees because of ill health. 
The unexpired term will be filled by 
Charles Robert Young, great commander 
for the State of Texas. 

Ruben Young has been associated with 
The Maccabees for over 50 years. 


Appoint Wayne Phillips 

The Equitable Society has announced 
the appointment of Wayne Phillips as 
assistant divisional manager of salary 
savings for its eight-state, north central 
department. His headquarters will be in 
Chicago. 

Associated with the Equitable since 
1952, Mr. Phillips served overseas in the 
Army during World War II and in 1950 
received a bachelor of science degree 
from the University of Illinois where 
he majored in business administration. 
For several years he was a junior execu- 
tive at Spiegle, Inc., the mail order firm. 

Mr. Phillips joined the Equitable at 
its M. R. Riskin Agency, Chicago, as an 
agent, and was appointed assistant to the 
agency manager in July, 1953. His pro- 
duction qualified him for membership 
in the Society’s $150,000 Club in 1954 
and he was pro-rata for the $200,000 
designation this year. In his new post 
he will be associated with E. B. Gibson, 
the department’s divisional manager for 
salary savings, 


A. B. Richardson Nominated 
For Presidency of LAA 





A. B. RICHARDSON 


A. B. Richardson, director of public 
relations, Life Insurance Co. of Georgia, 
has been nominated for the presidency 
of Life Insurance Advertisers Associa- 
tion. Election will be held at the annual 
meeting of LAA in New York, Septem- 
ber 14-16. A. H. Thiemann, second vice- 
president, New York Life, is retiring 
president. 

Other members of the slate are H. M. 
Kennedy, CLU, director of advertising, 
The Prudential, vice president; E. P. 
Leader, advertising manager, Bankers 
Life, secretary; Harvey Kesmodel, Jr, 
sales promotion manager, Sun Life of 
America, treasurer; Goldie Dietel, pub- 
licity assistant, Equitable Life Assurance 
Society, editor. 

Nominated to serve on the executive 
committee were Mr. Thiemann, R. §. 
Haggman, director of public relations, 
Kansas City Life; L. E. Harwood, di- 
rector of public relations, Southwestern 
Life; R. L. Hindermann, director of pub- 
lic relations, Pan-American Life; D. E. 
Lynch, director of public relations, Mu- 
tual Benefit Life; W. A. Neville, adver- 
tising manager, Great-West Life. 

Jack R. Morris, vice president, Busi- 
ness Men’s Assurance, immediate past 
president of LAA, served as head of the 
nominating committee. Other members 
of the committee included W. W. Cary, 
secretary to the board of trustees, North- 
western Mutual; J. W. Childrey, agency 
secretary, Atlantic Life; C. Russell 
Noyes, advertising manager, Phoenix 
Mutual Life; J. H. Warner, life adver- 


tising manager, Aetna. 





Cal.-Western Dividend 


_ Robert E. Murphy, president of Cali- 
fornia - Western States Life, announced 
that the board of directors has declared 
a semi-annual dividend of 75¢ a share. 
The dividend, which is payable on Sep- 
tember 15, represents a 25% increase in 
the corresponding semi-annual payment 
of 1954. 

In noting Cal-Western’s healthy fi- 
nancial condition, Mr. Murphy pointed 
to four significant developments in the 
company’s operation during recent 
months: A record high of Ordinary in- 
surance sales was achieved in May when 
$11,161,664 of new business was writ- 
ten: the introduction of a highly com- 
petitive special preferred risk modifie 
(3) policy issued in minimum amounts 
of $25,000; the decision to extend Cal- 
Western’s Group life and disability op- 
erations into 14 additional states; and 
the inauguration of the firm’s most ag- 
gressive consumer advertising program 
in newspapers and magazines for the 
ensuing 12 months, 
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A. WILLIAM EVANS 





General American Life of St. Louis 
tgs announced the transfer of A. Wil- 
jam Evans to manager of the Person- 
nel department, and the appointment of 
Carol R. Scott to succeed him as mana- 
vr of the Advertising and Publicity de- 
partment. 
Mr. Evans joined General American 
life in 1940 after graduation from Uni- 
versity of Missouri as a sales trainee 
nler the company’s charted career 
aining program. In 1953 he was named 
manager of Group Sales Administration 
inthe Group division, and one year later 
his demonstrated creative ability led to 
his promotion to the position of advertis- 
ing and publicity manager, 
In his new position as manager of the 
Personnel department, Mr. Evans will 
be officially responsible for all recruit- 
ment for the charted career program and 
management training program, as well 
for the administration of all personnel 
practices and procedures in the com- 
pany’s home office. He successfully con- 
lucted charted career recruitment last 
all and has worked with various aspects 
the program off and on for many 
years. A commander in the U. S. Naval 
\eserve, he served during World War II 
id in the Korean conflict on active 
luty. He is married and has two chil- 
lren, 
In succeeding Evans, Mrs. Scott takes 
i responsibility for various advertising 












Frederick J. Carr, Jr., Dies; 
Mass. Mutual Asst. Counsel 


Frederick J. Carr, Jr., 43, of Wilbra- 
ium, Mass. an assistant counsel of 
sachusetts Life, died recently in 
son Memorial Hospital, Springfield, 









\ 

Mass, following a long illness. A native 
i Somerville, Mass., he joined Massa- 
wetts Mutual law department staff 


‘an attorney in August, 
ointed an assistant 
Mpany in 1952, 
Her received his A.B. degree from Har- 
din 1934 and three years later en- 
ted Boston University School of Law 
where he received his LL.B. degree, cum 
le, in 1940. After practicing in Boston 
"two vears, Mr. Carr became asso- 
‘ated with a leading Boston law ‘firm. 
ne was a member of both the American 
Massachusetts Bar Associations. 


1948, and was 
counsel of the 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court S¢. MAIn 4-7951-2-3 














Two General American Staff Changes 


Howard Earl Day 
CAROL R. SCOTT 


and publicity functions, including sales 
promotion projects for the company as 
a whole and for individual agents. For 


the past year, she has edited the com- 


pany’s field publication, “Leadership,” 
as Evans’ assistant. 
The new advertising and_ publicity 


manager is a graduate of Washington 
University, St. Louis and served as pub- 
lic relations writer for the University 
and as director of public 
Louis be- 
fore joining General American, 





relations for 
‘the Girl Scouts of Greater St. 


C. F. Brewer Treasurer 


Of Indianapolis Life 


Charles F. Brewer, a 20-year veteran 
of Indianapolis Life’s mortgage loan de- 
partment, has been named treasurer of 
the company to succeed Paul E. Fisher, 
whose _ retirement announced re- 
cently. 

Mr. Brewer joined Indianapolis Life 
in 1935 as counsel for its mortgage loan 
department, and later became head of 
that department. He is a member of 
the company’s investment committee. He 
attended Purdue University and Butler 
University and then received his LL.B. 
degree from Indiana University in 1932. 
He practiced law for three years before 
joining Indianapolis Life. 

Mr. Brewer has served as secretary- 
treasurer and as president of Indiana- 
polis Mortgage Bankers Association, is 
a former treasurer of Indianapolis Real 
Estate Board, and formerly taught real 
estate appraising at Indiana University 
Extension. He recently attended the 
Life Officers’ Investment Seminar con- 
ducted by the American Life Convention 
at Beloit, Wisconsin. 

Wilson Mothershead, executive vice 
president of Indiana National Bank, In- 
dianapolis, has been elected a director 
to fill the vacancy left on the board of 
directors by Mr. Fisher’s resignation. 
Mr. Mothershead has spent his entire 
business career in the investment and 
banking fields, serving as an officer of 
Indiana National since 1939, 


was 





SIDNEY JOHNSON DEAD 
Sidney Tracy Johnson, 88, of Melrose, 
Mass., retired broker for the Equitable 
Life Insurance Co,, died recently in Mel- 
rose. He was a native of Boston, but 
had lived in Melrose more than 50 years 
He was a member of the Masonic Order. 






















Mladdin were a~ 
‘old underwriter, co 
= for MORE! 


1. A fast growing, progressive company. 

2. A definite plan for advancement. 

3. Anew and modern contract. 

4. A liberal financing plan. 

5. A bonus of $1.50 per thousand on paid 
business for NGA winners. 

6. A bonus of $550.00 for receiving 

C. L. U. designation. 























































































Write: G. Frank Clement, 
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Vice President in Charge of Agencies ~— 
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Paul C. Buford, President 








Appointed General Counsel 
For the Manhattan Life 


THOMAS A. 


DWYER 


Manhattan Life has announced the ap- 
pointment of Thomas A. Dwyer as gen 


eral counsel, succeeding D. Theodore 
Kelly, vice president and general counsel 
since 1951. Mr. Kelly, who has been 
associated with the company since 1919, 
will continue as vice president and asso 
ciate counsel. He is currently board 


chairman of New York Mutual Casualty 

Mr. Dwyer, who joined Manhattan 
Life in January this year as associate 
counsel, served as a New York State As 
semblyman from 1939 through 1954, 
representing the 21st Assembly District 
He was a member of the committee 
on rules, and also a member of the 
standing committee on insurance, as well 
as secretary of the joint legislative com 
mittee on insurance rates and practices 

\ native of Brooklyn, Mr. Dwver at 
tended public and preparatory school 
there. He graduated from Holy Cross 
College in 1926 and from Fordham Law 
School in 1929. He was admitted to the 
Bar in April, 1930 in the Appellate Divi 
sion, Second Part, and practiced law for 
25 vears in Brooklyn. He is a member of 
the firm of Dobson, Moorhead and 
Dwyer. 





Equitable Society Reports 
Record Half-Year Sales 


Equitable Life Assurance 
tered ints 97th year with the 
annual sales record in its history, accord- 
ing to Ray D. Murphy, president 

During the first six months of 1955, 
paid business in Ordinarv life in 


Society en- 
best semi 


new 
surance amounted to $728,673,000, a gain 
of 41% over the like period last year 


New paid for Group life insurance came 
to $496,088,000, a gain of more than 
$260,000.000 over the first six months of 
1954. Insurance in force rose more 
than one billion dollars to a total of 
$23,400,000,000. 

In the first half of the vear. the 
Equitable paid to policvholders and bene 
ficiaries a total of $297,804,000. Almost 
71% of this amount was paid to living 
policyholders in the form of matured en- 
dowments, dividends, annuities, disabilitv 
claims and other payments. The sum 
paid in death claims. including accidental 
death benefits, was $87,000,000. 

Since its founding in 1859 the Fqui- 
table has made total policy payments of 
$9 420,225,000. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 
32 Court Street - aii 2, N. Y. 
TRiangle 5-7362 
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Handy & Boesser 


W. Paul Stillman, chairman of the board of Mutual Benefit Life, Newark, N. J., 
wields the shovel in the ground-breaking ceremonies for the company’s new 20-story 
home office building which will be erected on Broad Street, Newark. Alfred J. 
Lewallen, CLU, (left) Miami general agent and official representative of the com- 
pany’s general agents, President H. Bruce Palmer, and Harold M. Covert, Allen- 


town, Penna., 
pated in the ceremony. 


X-Ray Employes Chests 


home office employes of 
Life and 


office 


Some 337 
tenants of the 
building at 
Orleans re- 


Pan-American 
modern 
Street in New 
ceived chest x-rays at a mobile 
the New Health aoe 
The program, initiated by R. Hinder- 
director of public oe for 


company’s 
2400 Canal 
unit of 


Orleans 


the company’s leading agent, representing the field force also partici- 


Minnesota Mutual Names 
Somerville in Detroit 


John R. Somerville, representative of 
Minnesota Mutual Life in Detroit, has 
been appointed general agent in Detroit 
to succeed George D. Ostergren, who has 
retired. 

Mr. Somerville is a graduate of Wayne 
University and served as a commissioned 





essential. 





LIFE SUPERVISOR WANTED 


Agency in New York City representing large eastern mutual 
company is seeking supervisor of full-time men. The man we 
want with us has a background of successful personal produc- 
tion. Some supervisory experience helpful but not absolutely 
Excellent advancement opportunities. 
salary plus incentive. Write in confidence. Our people know 
of this announcement. Address Box 2335, The Eastern Under. 
writer, 93 Nassau Street, New York 38, N. Y. 


Substantial 








Mutual Benefit Midyear 
Volume 30% Ahead of 1954 


Mutual Benefit Life announced that 
its insurance sales for the first six 
months of 1955 are 30% ahead of last 
year for the same period. Sales for the 
month of June were 29% above last 
year’s June volume. 

For the first half new business totaled 
$174,917,707, as comps ired with $134,371,- 
147 for the first six months of 1954. In 
1955 sales were $29,758,165. New _ busi- 
ness in June, 1954, was $23,021,303. 

The William T. Earls agency in Cin- 
cinnati, last year ’s number one agency, 
is again in first place at midyear with 
over $8 million of new business. Last 
year the Earls agency had over $7 mil- 
lion for the same period. 

In second place is the Solomon Huber 
agency in New York City with over $7% 
million in new business for the first half 
of 1955, an increase of inore than $3 
million over last year for the same pe- 
ad. The Arthur V. Youngman agency 
in New York City ranks third with 
$6,932,000 in new business. 





Bankers National Has June 
Ordinary Increase of 467% 


William J. Sieger, vice president and 
superintendent of agencies, Bankers Na- 
tional Life, Montclair, N. J., has an- 
nounced that paid for Ordinary for the 
first six months of the year increased 
21.5% over the first half of last year. 
The increase in Ordinary insurance in 
force was 35.8% greater than for the 
same period in 1954. 

Paid for Ordinary in June was 46% 
greater than June, 1954. It was a record 
breaking month and the largest June 
production in the history of Bankers 
National Life. The average size paid for 
Ordinary policy for the first half of 1955 


was $8,071. 





Syracuse Ass’n Elects 


Wallace E. Grosh was elected presi- 
dent of the Syracuse Life Underwriters 
Association at a recent meeting. Other 
new officers are Frederic T. Cook, vice 
president; Charles W. Bennett, treas- 
urer; John J. Kinane, secretary; Ed- 
ward J. Welsh. Jr., and Joseph H. Mor- 


12th Annual Life Ins. Schoo! 
Held at University of Conn, 


Outstanding authorities in their re. 
spective fields were guest lecturers at the 
12th annual Life Underwriting School, 
conducted July 18-22, at. the Unuiversity 
of Connecticut, Storrs, Conn. This popu- 
lar annual lecture series is sponsored 
jointly by the Connecticut State Asso- 
ciation of Life Underwriters and _ the 
School of Business Administration of the 
University. Dean Laurence J. Ackerman 
opened each day’s session. 

On July 18 the speaker was Robert J. 
Lawthers, director of benefits and pen- 
sion business of New England Mutual. 
His subject was “The Income Tax Treat- 
ment of Life Insurance and Annuities 
under the New Internal Revenue Code.” 

On July 19 those attending heard 
Joseph D. Herring, consultant, New York 
Life, speak on “The Gift and Estate Tax 
Treatment of Life Insurance under the 
New Code. 

On July 20 Albert Mannheimer and 
Joel I. Friedman, attorneys in New York, 
spoke on “The Will and Estate Plan- 
ning.” 

Then came Samuel L. Zeigen, CLU, 
general agent, Provident Mutual Life in 
uptown New York, who on July 21, ad- 
dressed the school on “Sales Ideas and 
Opportunities under the New Tax Code.” 
He was followed the next day by Francis 
T. Fenn, Jr., CLU, estate analysis ex- 
pert in H: a. who gave a case study. 

The graduation address was delivered 
July 22 by Wilbur W. Hartshorn, CLU, 
superintendent of agencies of Metropoli- 
tan Life. 





Horton Humphrey Agency 
Has Its Best Six Months 


The H. Horton Humphrey Agency of 
Aetna Life in Newark, N. J. has enjoyed 
its best six months of paid-for produc- 
tion since 1948 when Mr. Humphrey be- 
came general agent. Writing at the rate 
of nearly $1,000,000 a month so far this 
year, the agency had paid for $5,800,000 
up to Julv 1. 

David Faxon, leading producer of the 
agency who is a MDRT member, also 
leads the Aetna Life in personal pro- 
duction for the first half vear. In ad- 
dition, three other agents in the office 
are in the million dollar class—Bernar( 


Manhold and 


The 1955 goal of the agency is to close 
the year with paid-for volume of $10; 


CECE ROA N 
Ps 


mann, 
Pan-American, and supervised by Dr. officer in the Army Air Force from 1941 row, board of directors; and Donald 
kK. Cc. Voss, vice president and medical to 1946. He was appointed a represen-  E. Shopiro, state delegate. ; Feinberg, Gerald W. 
director, is in line with Pan-American’s tative of Minnesota Mutual in 1951. He A total of 48 underwriters received Arthur E. Downer. 
policy of active participation in all is active in the American Speakers Club, 1955 National Quality, Award. Evan 
phases of health education in the cities Lions, HI-12 and the Pleasant Ridge Conklin, retiring association president, 
and communities it serves. Country Club. presented the awards. 000,000. 
(cron AP SD ARC ra ad 











MCUTUALZ LIFE INSURANCE COMPANY 
eosron, masssenvesrre 


OXford 7-2121 
FRANK McCAFFREY 





Life @ Annuities 


M. L. CAMPS, 


General Agent 





HERB DAVIS 


e Group ° 


Disability Benefits °¢ 


LARRY CAMPS 


110 East 42nd Street, N. Y. C. 
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Columbus Mutual Over $400 Million 


As the result of its “$400 Million for 
Mitcheltree” president’s month campaign 
in June, Columbus Mutual Life had 
$401,711,947 of life insurance in force as 
of July 15, according to an announce- 
ment from Ben F. Hadley, vice president 
and superintendent of agents, 

Production Unit Leader Joseph F. 
Dwyer, CLU—whose agency with $665,- 
727 led all others—flew to Columbus 
from Toledo to present the $400 million 
replica of Columbus Mutual’s home office 
to Mr. Mitcheltree on behalf of all Co- 
lumbus Mutual field associates. During 
the presentation ceremonies, Mr. Dwyer 
reminded him that Columbus Mutual had 
only $10,209,246 of life insurance in force 
when Mitcheltree first became associ- 
ated with the company as actuary in 
1917. By 1950, when he became presi- 
dent, Columbus Mutual’s life insurance 
in force had risen to over a quarter of a 
billion. 

Total production reached $7,487,783 
submitted during the June campaign and 
topped any other month’s record in Co- 
jumbus Mutual’s 47-year history. 

For having submitted $400,000 or more 
during June, five Columbus Mutual agen- 
cies and their qualifiers will be the per- 
sonal guests of President Carl Mitchel- 
tree at presidential banquets. Mr. Had- 
ley accompanied him at all five ban- 
quets. Mr. Mitcheltree entertained 15 
agents and their wives of the Dwyer 
agency at the Heather Downs Country 
Club in Toledo on July 20. 

The John P. Sayers agency, with 
$518,727 submitted during June, were Mr, 
Mitcheltree’s guests on July 27 at the 
Springfield Country Club in Springfield, 
Ohio. Fifteen agents and their wives of 
the Charles L. Smeltz agency in Cleve- 
land, with $508,878 submitted during 
June, had their presidential banquet 
July 19 at the Hotel Cleveland; seven 
agents and their wives of the William 
Hordes agency in Detroit, with $445,000 
submitted were Mr. Mitcheltree’s guests 
at the Detroit Statler on July 21; and 
19 agents and their wives of the George 
J. Dobben agency of Jackson, Mich., 
with $427,236 submitted, dined with 
President Mitcheltree, July 22, in the 
Kellogg Center of Continuing Education 
at the University of Michigan in Lans- 
ing, 

Mr. Mitcheltree presented prizes for 
personal production during these ban- 
quets to individual agents and_ their 
wives. All agents submitting $10,000 or 
more during June will receive a leather 
correspondence kit for their wives, and 
the agents submitting $40,000 or more 
will, in addition, receive a special per- 





Connecticut General Loans 

Connecticut General Life has made a 
mortgage loan of $3.2 million to Cross 
Properties, Inc., on the land and build- 
ng occupied under a long-term lease by 
John Wanamaker Westchester, in Yon- 
kers, N. Y. This is the second invest- 
ment the. insurance company has made 
in the 70-acre business development. 
Connecticut General previously made a 
loan of $1,550,000 on land and buildings 
occupied by the Cross County Medical 
Center, Inc., Oppenheim-Collins, Chand- 
ler Shoes, First National Bank in Yon- 
en Peoples Savings Bank, and other 
stores, 


Canada Life’s New Branch 

Canada Life, in keeping with its ex- 
Pansion program in the United States, 
‘mounced the opening of a new branch 
at Spokane, Wash. 

Manager of the Spokane branch will 
‘ Carlton A. Gladder, long-time resi- 
a ot that city. A graduate of Drake 
aesity, he has a full background of 
Murance in both the sales and manage- 
ment divisions. 


sonally inscribed, leather-bound edition 
of Grantland Rice’s “The Tumult and 
the Shouting.” 

Eleven other Columbus Mutual pro- 
duction units broke their quotas during 
June and have already had individual 
agency dinners or picnics, toward the 
cost of which the company contributed. 
They are: the George E. Bateman 
agency, Cincinnati; Philip R. Calhoun 
agency, Pasadenay**Harry J. Coombs 
agency, Van Wért, Ohio; the Jaro J. 
Dvorak and Sidney J. Eichler agencies 
of Cleveland. Harry H. Hall agency of 
Canton and Massillon, Ohio; James A. 
Hankins agency, Lafayette, Ind.; Henry 
J. Leugers agency, Maria Stein, Ohio; 
Dale F. Orr agency, Lancaster, Ohio; G. 
William Sayers agency, North Manches- 
ter, Ind.; and the Ft. Wayne, Ind., unit. 
Prizes were sent to the individual pro- 
duction unit leaders for presentation to 
the winners on behalf of President 
Mitcheltree. 

Top personal producer during Colum- 
bus Mutual’s “$400 Million for Mitchel- 
tree” campaign was George W, Gray of 
the William Hordes agency in Detroit. 
Mr. Gray personally submitted $312,500 
during June. 


Heads Albuquerque Agency 
Of Northwestern Mutual 


Jack Dunn, a special agent for North- 
western Mutual Life in Phoenix, Arizona, 


will become general agent of the com- 
pany’s New Mexico agency in Albuquer- 
que August 1. 
Cundy, who is retiring from general 
agency work. Mr. Cundy will continue 
to serve his clients in the Albuquerque 
area as a special agent. He is a member 
of the New Mexico Underwriters’ Asso- 
ciation and the Albuquerque Chamber 
of Commerce. 

Mr. Dunn joined Northwestern Mutual 
in 1947 as a special agent of the H. F. 
Vinson General Agency in Phoenix, 
where he was a substantial producer. 
He has won many company and industry 
honors including the National Quality 
Award from 1950 to 1955. A member of 
the 1953 Million Dollar Round Table, he 
has a record of over 375 weeks of con- 
tinuous sales production. 

Serving in the Army Engineers Corps 
five years, Mr. Dunn attained the rank 
of captain. He has been active in com- 
munity affairs and is one of the founders 
and the three-time treasurer of Phoenix 
Community Center. He is also interested 
in several religious organizations and is 
a member of tl 


He succeeds Howard L. 


he Elks. 




















LIFE UNDERWRITER 


study courses will soon be or- 
ganized in many cities and towns. 
The Company recommends that its 
associates enroll and participate 
actively in such local study courses. 
The Company is proud of its 51 field 
and home office associates who have 
qualified for the CLU designation, and 






KEYED FOR 
CAREER LIFE 
UNDERWRITERS 


of its many representatives now com- 
pleting CLU studies. The Company has 
long endorsed and supported the CLU 
movement. It contributes to the Coop- 
erative Fund and includes CLU studies as 
an integral part of its training program. 
It presents engraved CLU keys to grad- 
uating candidates and pays their ex- 
penses to attend conferment exercises. 


QUITABLE LIFE 
INSURANCE COMPANY OF IOWA 
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Union Mutual Biennial Meet 
Held at Bretton Woods 


Over 200 qualifying agents, company 
officers and agency managers attended 
the biennial Union Mutual Life’s con 
ference at the Mount Washington Hotel, 
Bretton Woods, N. H. from July 11-14. 

Guided by the theme of the meeting, 
“The Forward Look,” the men studied 
and discussed many of the company’s 
future plans, as well as the latest de- 
velopments in the fields of life, sickness 
and accident, and Group insurance. 

Ralph G. Engelsman, prominent life 


-insurance sales consultant of New York 


City, and World War II managing di 
rector of the payroli savings plan tor the 
United States Treasury Department, was 
guest speaker at the meeting. Also ad 
dressing the convention were President 
Rolland E. Irish and other Union Mutual 
officials. Mr. Engelsman is the author 
of “Getting Ahead in Life Insurance,” 
“Keys to Modern Selling,” and other 
books and articles in the insurance sales 
field. 

The President’s dinner, on July 17, 
highhghted the convention and specially 
honored Board Chairman Wadleigh B. 
Drummond for 45 years of service to the 
company. This occasion also marked the 
107th anniversary of the founding of the 
company. Union Mutual is the eighth 
oldest life insurance company in the 
United States. 


Pitcher Agency Changes 

The Robert B. Pitcher Agency of the 
John Hancock Mutual Life in Boston 
has appointed Herbert Jaques, Jr., as 
brokerage manager and Dana L. Sargent 
as assistant brokerage manager. Mr. 
Sargent, who is located in East Bridge- 
water, will serve agents and brokers 
in the company’s expanding territory 
south of Boston. 


Liberalizes Underwriting 

With a general lowering of aviation 
extra premiums and a raising of policy 
limits, American United Life begins a 
more liberal underwriting of military 
risks. Effective June 30, amount limits 
were generally increased and military 
aviation extras decreased. 

\ feature of the change lies in the 
temporary protection area. An attempt 
is made to distinguish the situations 
where Term insurance is necessary and 
desirable from those where the demand 
for Term coverage may lead to anti- 
selection or poor persistency. 

Along with the new rules, a military 
aviation rider is available which pro 
vides full coverage under civilian status 
while excluding military flying. This 
rider is designed to give maximum cov 
erage to civilian pilots who are subject 
to potential military flying. 
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EMPHASIS UPON EDUCATION 


Seldom does an issue of this magazine, 
or any other in the insurance field, ap- 
pear which does not, contain articles 


on educational meetings or programs. 


Even though practically all branches of 


insurance now report record high pre- 


there is no tendency, 


mium production 
because of that, to lessen emphasis upon 
acquisition of more knowledge to aid 


producers and home office workers ren- 


der even more extensive service in years 
ahead. A few decades ago insurance 
educational facilities were meager, con- 


fined principally to insurance societies 


relatively small number of commu- 


Also 


insurance 


ina 


nities. some universities offered a 


few courses. 


Today 


1 
nome 


conduct 
the 


insurance companies 


office training courses and 


companies, agents and educational insti- 
tutions in all parts of the country co- 
offer 


men 


operate to short and long courses 
and women who wish 
to keep up-to-date on fast 
e production and under- 


for 


to insurance 
moving de- 
velopments in th 
fields. 


today’s business 


writing Keen competition 


finds the alert, aggres- 


sive and intelligent agent, broker or 
home office official eager to take advan- 
tage of all sources of knowledge open 
to him 

In the South the first annual Southern 
Insurance Institute will be held at the 
University of Mississippi during the 
week of August 8. State associations of 
local agents in the Southern Agents 
Conference of the National Association 

Insurance Agents are sponsors of this 


institute. Experts in many lines of in- 
surance and allied activities will address 
the institute covering such diversified 
subjects as the new U. S. tax code, 
office management and records, advertis- 
ing and public relations for the local 
agency, direct writing competition, cus- 


tomer account analysis and recent de- 


in the fire, 
fields. 


sessions on 


and outlook 
inland 


velopments cas- 


ualty and marine There 


will 


opments of sales and personality through 


likewise be two devel- 


speech. All of which illustrates clearly 
the fact that insurance selling today 
is a “multiple-line” business in itself, 
without direct reference to multiple- 
line coverage. In this and recent years 
similar intensive educational institutes 
have been conducted in various other 
states. 


the American 
announces a 


For business executives 
Management Association 
schedule of over 350 seminar groups in 
New York, Chicago and Cleveland where 
about 5,000 leaders will trade experience 
and ideas on many subjects. Two types 
for this fall; 
workshop seminars which are small dis- 


of seminar are scheduled 
cussion groups for exchange of informa- 
tion and experience, and orientation sem- 
inars, which are classroom-style groups 
review. 

The four insurance workshop seminars 
will be highly technical and will consider 
vital group insurance 
pension ‘programs, modern corporate in- 


for instruction or 


such subjects as 
methods of insur- 
and 
protection. 

are introductory 
but generally deal 
problems of men who are already experts 


surance management, 


and others risks 
liability 


partly 


ing against fire 


providing proper 
These courses 
in character with 
seek 
problems or “an 


trends and 


in their respective fields but who 


solutions to specific 
increased awareness of new 
developments.” 


J. Hiles Templin, CLU, branch man- 
ager for Great - West Life in Hamilton, 
Ontario, left July 26 for Paris and Melun, 
France, to head a voluntary supervisory 
committee at August meetings of the 
World Alliance of the YMCA. Long 
active in “Y” service in Hamilton, Mr. 
Templin will attend the World Boys’ 
Camp at Melun, August 12-13 as chair- 
man of the Boys’ Work Committee of 
the World YMCA’s. During the same 
period he will serve as president of the 


Older Boys’ and Girls’ Conference at the 
Cite Universitaire in Paris. The two 
gatherings, which will bring together 


some 2,500 boys and girls from all parts 
of the world, form part of observances 
planned in and around Paris this sum- 
mer recognizing the 100th anniversarv 
of the founding of the YMCA on a world 
basis. 


Manning Studio 
HOWARD HOLDERNESS 


Howard Holderness, president of Jef- 
ferson Standard Life in Greensboro, 
N. C., has been named by North Caro- 
lina’s Governor Luther Hodges to a spe- 
cial nine-man commission to study the 
North Carolina Revenue Code. The com- 
mission was authorized by the last ses- 
sion of State Legislature to study the 
tax structure with the idea of “modern- 
izing and wiping out inconsistencies in 
the tax laws”. A report of the findings 
and recommendations of the group will 
be given to the 1957 session of the Legis- 


lature. 
* * * 


Irene McKay, executive secretary, 
Texas Association of Life Underw riters, 
author of a recent article in the Amer- 
ican Trade Association Executives Jour- 
nal, has been appointed to the committee 
on membership of the American Public 
Relations Association for the Gulf area, 
covering Texas, Louisiana and Alabama. 
Mrs. McKay is a past director of the 
Texas Public Relations Association, 
which is composed of those individuals 
who are engaged directly or indirectly 
in public relations work. 


* 2 * 


Frank J. Crandell, engineer for the 
Liberty Mutual Insurance Co., recently 
handed an instrument called a seisme- 
tron, designed by Liberty to forewarn 
of impending mine cave-ins, to Pan 
American Captain I. P. Collier, who will 
deliver the seismetron to mining inter- 
ests in Capetown. The unique device, 
which was invented by Liberty Mutual 
loss prevention engineers, actually “lis- 
tens” to rock molecules under strain and 
thereby foretells collapse of mine tun- 
nels. South African mining interests 
learned of the instrument and began 
negotiations eventuating in this hands- 
across-the-sea move which may _ save 
many lives and untold economic loss. 

4. 


William C. Hayes, general agent for 
Mutual of Omaha and United Benefit 
Life in Rockford, IIl., was elected presi- 
dent of the two companies’ Midwest 
Managers Association, which recently 
held its annual meeting in Okoboji, Iowa. 
J. E. Van Bloom, general agent in 
Lincoln, Neb., for the two companies, 
was elected secretary-treasurer, V. J. 
Skutt, president of Mutual of Omaha, 
and N. Murray Longworth, president of 
United Benefit, Omaha were principal 
speakers at the three-day session. 











Horace W. Brower, president, and 
Clarence H. Tookey, actuarial Vice 
president, Occidental Life of Califori, 
have been named departmental consult. 
ants at Occidental College in Log Ap. 
geles by Arthur G. Coons, president ¢j 
the college. Appointed to three-yeq 
terms, President Brower will act as ap 
advisor in the economics department, 
and Vice President Tookey, mathema. 
tics department. No specific duties hay 
been defined in the new positions, which 
are honorary in nature, President Coons 
said, though each consultant may be 
asked to talk to student groups and to 
counsel department heads on curriculum, 
library, equipment, program and _ per. 
sonnel. 










c 


Impact 


J. P. Fordyce (right) and Elder A. Porter 


James P. Fordyce, chairman, Manhiat- 
tan Life, on behalf of the company’s 
board of directors, presented Elder A 
Porter, vice president and chief actuary, 
with an-inscribed watch in observance 
of Mr. Porter’s 20th anniversary with 
the company, on July 15. 





* ok * 


The engagement of Mary Allen 
Thompson of Scarsdale to Henry Moir 
Cathles, vice president of North Amer- 
ican Reassurance Co. of New York, has 
been announced. Mr. Cathles is a son 
of Lawrence M. Cathles, chairman of the 
board of North American Re and he 
was named after the late Henry Mor, 
noted American actuary. Mr. Cathles i 
a graduate of Pomfret School ani 
Princeton University where he was 2 
member of Cottage Club. 


* * * 


Richard D. Nelson, vice president and 
treasurer of Colonial Life of America 
made the closing address at the third 
annual New Jersey Workshop on Eco- 
nomic Education held at Rutgers Uni 
versity. This project is attended by 
teachers from all parts of the state and 
continues for three weeks. Many noted 
business executives and educators par 
ticipate in the lectures and discussions 


* * * 


Walter C. Ploeser, Ploeser Watts & 
Co., general insurance agency, Clayto! 
Mo., as president of the Mississippi Va" 
ley Association, was a met ag of the 
group of 12 civic leaders of St. | couis and 
St. Louis County, who were in W ashing: 
ton, D. C., July 21 and 22, to appear 
before Senate and House comn ie tn 
supporting passage of a proposed $1 di 
427,000 flood control program for the 
Mississippi River on the St. Louis river 
front. Mr, Ploeser is a former membet 
of Congress. 
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New York Convention and Visitors 
Bureau, Inc. 


New York City can lay fair claim to- 
day to being the world’s greatest tourist 
attraction and convention center. More 
visitors come to the big city than any 
other place in the world. Thirteen mil- 
lion annually to be correct. They spend 
over $2 billion making the visitor-con- 
vention business the city’s second largest 
industry. Everyone who is in business 
or who works as a salaried employe 
benefits from the spending of this new 
money brought in by visitors. 

Last year 749 conventions were 
brought to New York City. That was 
seven more than were held in 1939 dur- 
ing the World’s Fair and twice the num- 
ber held ten years .ago. To bring these 
conventions into New York City in- 
volves a great deal of work and effort. 
It is not by chance that conventions are 
held in the city. Their officials have to 
be sold on the advantages of holding 
these conventions here. They have to be 


sold against the competition of other 
cities and resort areas. All this takes 
time and money on part of the New 


York Convention and Visitors Bureau, 
a non-profit organization located at 
Pershing Square, 90 East Forty-second 
Street, directly opposite the main exit 
of Grand Central Terminal. 

The money for financing this job of 
selling New York as a tourist attraction 
and convention center comes from many 


business firms located in the city. They 
include hotels, restaurants, night clubs, 
department stores, banks, real estate 


firms, theaters and newspapers; in fact, 


almost every kind of business to be 
found in New York is represented 


among those giving financial support to 
the Bureau. 

The Bureau is not a new organization. 
Founded in 1934, in 1945 it was reor- 
ganized under its executive vice presi- 
dent, Royal W. Ryan. During the past 
ten years Mr. Ryan has built it into a 
hard hitting sales organization. 

Selling New York as a tourist attrac- 
tion and convention center is only part 
of the job the Bureau does. It furnishes 
mountains of literature free of charge to 
visitors and prospective visitors. Last 
year, for example, more than 3,000,000 
pieces of literature were given out. More 
than 200,000 inquiries from visitors were 
answered by mail, telephone and in per- 
son. 

The department which puts out_the 
welcome mat for visitors coming to New 
York and makes them feel at home, is 
the Official Visitor Information Center 
operated by the Bureau. The Center is 
tun by a young woman whose name is 
known to millions of people all over the 
world. She has not met them all but 
somehow her name becomes known to 
them. The young woman is Miss Greta 
Guetschow who has a great knowledge 
of New York City and an understanding 
of the problems of visitors. In a matter 
of minutes after they come into the 
Center and start talking to her, visitors 
feel they have found a true and very 











helpful friend. It is their introduction to 
what a friendly and helpful group of 
people New Yorkers really are. 

The kinds of questions they ask Miss 
Guetschow and her staff of hostesses are 
almost as varied as the many different 
places round the world from which they 
come. What restaurants do you recom- 
mend? That is an easy one for Miss 
Guetschow or her staff to answer. The 
answers are all provided in a small folder 
which is given out free. There are other 
folders also, such as one dealing with 
hotels, shopping, churches as well as one 
showing a map of the city. Sometimes, 
however, some of the questions require 
a little research before an answer can 
be given. But that is rare because Miss 
Guetschow in her more than seven years 
of working with the Center has a well- 
rounded knowledge of what and where 
most things can be found in the city 
including an answer to the question ask- 
ing where the biggest chandelier in New 
York can be found. 

Many world famous celebrities drop 
off, too, at the Center for information. 
Only recently the members of the Aus- 
tralian Davis Cup team stopped in a 
few hours after their arrival to challenge 
the United States for possession of the 


famed trophy. Another day a film ac- 
tress stopped by. Janet Kerne, the Sugar 
Queen for 1955, from Thibodaux, Louis- 
iana, also made a point of stopping off 
to talk to Miss Guetschow and her staff 
of assistants. 

Miss Guetschow and her staff handle 
some 500 inquiries a day from visitors 
who drop by the Center for information. 
That is many times more than the num- 
ber which formerly stopped off at the 
Center when it was located at 500 Park 
Avenue. Since June 21, the day on which 
the second New York Summer Festival 
was launched, the Official Visitor Infor- 
mation Center and offices of the Bureau 
have been located at new headquarters 
designed by the world renowned compa- 
nies of Raymond Loewy Associates and 
Michael Saphier Associates. 

More beautiful or more modern offices 
and facilities for hi indling visitor infor- 
mation inquiries could not be found any- 
where. They are a fitting show place for 
the world’s greatest city. Bernard F. 
Gimbel, chairman and president of the 
New York Convention and Visitors Bu- 
reau, recently declared when the new 
Center and offices were opened “they 
represent a new concept in visitor hos- 
pitality.” 

Visitors to New York and convention 
delegates can count on a warm welcome 
when they stop off to see Miss Guet- 
schow and her staff. That welcome and 
the assistance being given visitors helps 
to make more people want to come and 
sample the city’s hospitality. It makes 
the big and tough job of selling New 
York as a tourist attraction and con- 
vention center much easier for Mr. Ryan 
and members of the Bureau’s \ staff. 
There still is a big selling job to be done 
in the future because there are other 
cities, too, which want to get a bigger 
share of the nation’s $15 billion annual 
visitor-vacation and convention market. 

In putting out the welcome mat to 
visitors Miss Guetschow is helping to 
maintain New York’s position as_ the 
vacation capital of the world, and put- 
ting a stop to the often heard criticism 
that New York is a cold city. Proof of 
that is found in the hundreds of letters 
received from visitors from all over the 
world by the Center all saying “New 
York’s a wonderful city. We'll be com 
ing back!” 


America Fore General Reference Library 





Dorothea M. Sommer, a graduate li- 
brarian and a well-known member of the 
New York Chapter of the Special Li- 
braries Association, has been appointed 
librarian of the general reference library 


which the America Fore Insurance 
Group has opened at its modernized 
head office at 80 Maiden Lane, New 


York City. 

Miss Sommer majored in mathematics 
in St. Joseph’s College for Women, 
Brooklyn, and was also graduated from 
Pratt Institute’s library school. She be- 
gan her career with the science and in- 
dustry division of the Brooklyn Public 





Photo by Saunders 
Dorothea M. Sommer (center) with Rosary Scacciaferro (I.) and Irene Vito. 


Library and then she organized the li 
brary of the Alcoa Mining Co. Next, 
she was appointed assistant librarian of 
the Guaranty Trust Co. 

Assistant librarian of the America 
Fore’s general reference library is 
Rosary Scacciaferro and library assistant 
is Irene Vito, The officer of America 
Fore Insurance Group under whose gen 
eral supervision is the general reference 
library is William C. Moore, a secretary 
of the Group, and coordinator of educa 
tion. 

The general reference library contains 
the principal text books which have been 





| Advises N. Y. C. Visitors 
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written on different divisions of insur- 
ance, many of the brochures ing 
various subjects of interest to insurance 
companies and insurance students, | the 
various field insurance directories, books 
giving the official histories and financial 
figures of insurance companies and _ vol- 
umes containing information about allied 
business fields. There are handbooks of 
industrial safety standards, atlases, an 
educational film guide and volumes on 
Social Security and other subjects. These 
works on typewriting practice, 
speech habits and vocational 
training. Available also are the principal 
insurance newspapers. 

The oldest library in the 
head office is the legal one 
garet Gilligan is its secretary. About 40 
years medical library was estab- 
lished which is in charge of Dr. S. J. 
Nilson, vice president of America Fore 
and its medical director. A financial li 
brary has Catherine Heinbecker as its 
secretary. 
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New Rates to Save Okla. Home 
Owners $1 Million 


Oklahoma City, Okla.—New fire insur- 
ance rates which became effective July 
18 will result in a savings of approxi- 


mately $1 million to Oklahoma _ policy 


owners, J. B. Hunt, State Insurance 
Commissioner. announced. 

The change will affect frame homes 
with shingle roofs where improved loss 


records have permitted the reduction. 


Certain types of mercantile manufactur- 
ing buildings also will benefit by the new 


rates. 
“An epidemic of storms which has 
plagued the state in recent years has 


resulted in a hike in windstorm and hail 
rates,” Mr, Hunt said. He said that a new 
form of coverage known as the $50 de- 
ductible may be purchased at less than 
the existing cost by householders. Own- 
ers may buy this type of policy at the 


present rates. 


Canadian Wheat Policy 


The Canadian Cabinet at Ottawa has 
approved an order in council authorizing 
an insurance policy for the purchase of 
wheat by the Government of Poland. 
Under Section 21 of the Export Credits 
Insurance Act such an order in council 
is necessary when it is not in the ordi- 
nary | business of the Federal 
corporation, 
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America Fore Group Assets and 


Surplus Increase in Half Year 


Pres. Christensen Reports Consolidated Assets at $947,015,400 
and Surplus $568,428,325 on June 30; Premiums Written 
Show a Decrease of Around 5% 


Total assets at market quotations ot! 
all companies of the America Fore 
Group of insurance companies as of 
june 30, 1955, were $1,183,595,947, an in- 
crease of $72,482,015 over December 31, 
1954, President Frank A. Christensen re- 
ports. Total surplus as regards policy- 
holders on June 30 was $805,008,873, a 
vain of $71,466,820 over December 31, 
1954. Premiums written for the first six 
months declined moderately and each 
company showed a small statutory un- 
derwriting loss. 

The financial and operating statements 
of the five companies comprising the 
America Fore Group show the condition 
of the companies at the close of business, 
lune 30, 1955, and the operating results 
of each for the six-month period ending 
June 30. 

Consolidated Basis 


On a consolidated basis eliminating 
duplication of affiliated companies, assets 
at June 30 were $947,015,399, an increase 
of $51,064,129 over December 31, 1954, 
and the total policyholders’ surplus at 
June 30 was $568,428,325, an increase of 
$50,648,940 over December 31, 1954. 

By individual companies, assets as of 
June 30 were: the Continental Insurance 
Co., $387,791,548, an increase of $24,702,- 
924 over December; Fidelity-Phenix Fire 
Insurance Co., $343,994,033, an increase of 
$23,582,667 over December; Niagara Fire 
Insurance Co., $104,601,734, an increase 
of $5,921,410 over December; American 
Kagvle Fire Insurance Co., $83,358,756, an 
increase of $4,909,394 over December; 
and the Fidelity & Casualty Co. of New 
York, $263,849,877, an increase of $13,- 
305,620 over December. 

By individual companies, policyholders’ 
market quotations as of 
were: the Continental, $295,- 
177,332, an increase of $25,364,001 over 
December 31; Fidelity-Phenix, $273,250,- 
991. an increase of $25,284,337 over De- 
ember 31; Niagara, $72,919,202, an in- 
crease of $6,101,567; American Eagle, 
$56,054,478, an increase of $4,913,529; the 
nt, 2 © $107,000,871, an increase of 


dY802,792 


surpluses at 
June 30 


Net investment income of all compa 
] 


nies showed an increase. 
Premiums written by the entire group 
showed a decrease of 4.91%. The four 


fire companies ot the group produced 
$79,020,488 in written premiums for the 
period, a decrease of $2,702,900 over the 
same period of 1954. The Fidelity & 
Casualty company produced $61,540,203 
n written premiums for the period, a 
decrease of $4,554,596 over the same pe- 
riod of 1954. 

Premiums written by the four fire 
compames during the first half year are 

f Continental, $33,673,587; Fi- 
delitv-Phenix, $26,209,722: Niagara, $10,- 
448,875, and American Eagle, $8,688,302, 


as follows: 


SPRINGFIELD SPECIAL AGENT 

Robert J. Bainton has been appointed 
a special agent in New Jersey for the 
Springfield Cos. He will specialize in 
producing inland marine and automobile 
business. He is a member of the Mari- 


ners Club of Newark 


Loss ratios of the fire companies to 
earned premiums were reported as just 
over 52%. 

Statutory underwriting results of each 
of the five companies for the period were 
as follows: Continental $282,527 loss; 
Fidelity- Phenix. $127,889 loss; Niagara 
$678,263 loss; American Eagle $397,432 
loss; and the F. & C. $1,961,242 loss. 


Phoenix Group Agency 
Management Forum 


16 PRODUCERS WILL ATTEND 





Forum, Supervised by Vice President 
Chandler, to Consider New Tech- 
niques to Promote Efficiency 





The Phoenix of Hartford Group will 
hold its Third Annual Advanced Agency 
Management Forum for insurance ageits 
in the company’s executive offices in 
Hartford, Conn., from August 1-5. The 
week-long forum will be attended by 16 
prominent agents from the United 
States and Canada. 

Designed for members of the Ameri- 
can Agency System the Advanced 
Agency Management Forum affords 
agents an opportunity to discuss and 
evaluate new management techniques, 
modern cost-saving methods and other 
various particulars concerning insurance 
agency management. 


Expert Discussion Leaders 


Outstanding agents and business ex- 
ecutives from various communities will 
participate as discussion leaders during 
this third annual forum. Discussion 
leaders, include Lawrence J. Ackerman, 
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Just as puzzling is the public's lack of appreci- 
ation of its responsibility for the dangers of the 
road—physical and economic. 
Agents must do their part in 
each community to bring 
safety on the highway and 
sanity in the jury box. 

















dean, School of Business Administra- 
tion, University of Connecticut; John 
R. Jacob, president, John Jacob Agency, 
Canton, Ohio; Henry S. Payson, Morse, 
Payson and Noyes, Portland, Me. 
Charles H. Smith, president, Marshall & 
Sterling Agency, Poughkeepsie, N. Y,, 
Stetson Ward, Ira V. Ellithorpe Co, 
New Haven; and J. Harold Watt, Watt 
& Dobson Agency, Haverford, Pa. In 
addition, officers and departments heads 
of the Phoenix of Hartford Group wil] 
lead discussions on various aspects and 
problems of agency management. 

The forum, supervised by the Phoenix 
agency management division, is under 
direction of Wm. Stephen Chandler, vice 
president of the group. 

The agenda for the forum discussions 
will include such varied topics as: agency 
expense comparison, your office—asset 
or liability? profitable personnel admin- 
istration, account selling, sales planning 
and control, legal and tax problems and 
obligations and opportunities in  han- 
dling claims. 





MERGE WITH FRANK B. HALL 





McGinness and Flanigan Named Vice 
Presidents and Johnston Direc- 
tor of N. Y. Brokerage Firm 
Frank B. Hall & Co. Inc., 67 Wall 
Street, New York City, prominent in- 
surance brokerage and average adjusting 
firm, and McGinness, Johnston & Flani- 
gan, 79 John Street, announce that on 
August 1 the general insurance business 
of the latter firm will be carried on in 
the name of Frank B. Hall & Co. at 
67 Wall Street. Robert X. McGinness 
and Sidney J. Flanigan have been elected 
vice presidents and B. Lytton Johnston 

a director of Frank B. Hall. 

The partnership of McGinness, John- 
‘on & Flanigan was formed in 1938, 
Mr. Flanigan began his career in insur- 
ance in 1925, Mr. McGinness in 1928 
and Mr. Johnston in 1933. Mr. John- 
ston and Mr. Flanigan are graduates of 
Dartmouth and Mr. McGinness of Cath- 
olic University. 

Frank B. Hall & Co., Inc., is one of 
New York’s older insurance brokerage 
companies. Although incorporated in 
1893, it was consolidated in 1912 with 
Henry Stewart & Son whose history 
goes back to 1862, when the firm of 
Moody, Mann & Stewart was formed. 

Edward S. Benfield, president of 
Frank B. Hall & Co., Inc., since 1953, 
began his career with Henry Stewart & 
Son in 1908, and has been a director of 
Frank B. Hall & Co., Inc., since 1918. 
Other directors are Spencer K. Godfrey, 
Yervant Hagopian, E. H. Ottinger, C. A. 
Severs and James Stewart. 





BUCK GOES TO ALBANY 





Fire Association State Agent is Trans- 
ferred from Wisconsin; Other 
Field Transfers Announced 

State Agent Richard J. Buck has been 
transferred from the northern Wiscon- 
sin field to be associated with the office 
of the Fire Association Companies in 
Albany, N. Y., effective August 1. He 
joined Fire Association five years ago, 
having had previous field experience 
with another company. He took over the 
new field created from the northern 
section of Wisconsin and the upper pen- 
insula of Michigan. He attended Hof- 
stra College in Long Island and is a 
native of New York State. His head- 
quarters will be at 90 State Street, Al- 
bany. 

Special Agent L. Robert Edwards will 
become state agent in charge of the 
northern Wisconsin-northern Michigan 
field, formerly supervised by Mr. Buck. 
He has been in the northeastern Ohio 
territory as special agent. Kenneth J. 
Moore will report on August 1 as spe- 
cial agent in the northeastern Ohio field 
replacing Mr. Edwards. 


HERNDON IN DALLAS SEPT. 27 

Maurice G. Herndon, Washington rep- 
resentative of the National Association 
of Insurance Agents, will be the guest 
speaker at a meeting in Dallas, [ex, 
September 27, to celebrate the 25th an- 
niversary of the Dallas Association of 
Insurance Agents. 
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Christensen to Visit 
European Countries 


GOING AS AFIA PRESIDENT 


Will Be Luncheon Guest of Lloyd’s 
Chairman; Monte Carlo Marine 
Meet on Schedule 


Frank A. Christensen, president of 
America Fore and also president of 
American Foreign Insurance Associa- 
tion, sails for Europe, August 3 on the 
“Queen Elizabeth.” While abroad he 





Fabian Bachrach 


FRANK A. CHRISTENSEN 


will visit a number of European coun- 
tries. 

Recently the board of directors of 
AFIA adopted a resolution expressing 
the wish that Mr. Christensen would 
take this trip and visit European offices 
of AFIA. The countries on his itinerary 
include Norway, Sweden, Denmark, 
West Germany, Holland, Belgium, Swit- 
zerland, Italy, France and England. He 
will also attend the international marine 
convention in Monte Carlo. He will re- 
turn to America late in September on 
the “United States.” 

While in London Mr. Christensen will 
be guest at a luncheon to be given by 
Sir Matthew Drysdale, chairman of 
Lloyd’s. He will also be guest of honor 
at an affair to be given by the AFIA 
London office. During his last visit to 
London, which was in 1951, Mr. Chris- 
tensen was made an honorary member 
of the Chartered Insurance Institute of 
Great Britain. 

Mr. Christensen will be accompanied 
during much of his trip abroad by Gen- 
eral Manager James O. Nichols of AFIA, 
who will visit many of the same cities 
and also some additional branch offices 
in Western Europe. Mr. Nichols will 
rejoin Mr, Christensen’s. party before 
the marine meeting at Monte Carlo. 


Silver Cigarette Box From Associates 


On July 20 Mr. Christensen was guest 
of his associates at a luncheon given at 
America Fore when he was presented by 
them with a silver cigé irette box which 
is an exact replica in design and silver 
— of the one which the City of Lon- 
don gave to General Eisenhower when 
it presented to the General the freedom 
of the city. On the cover of the box 
given to Mr. Christensen was the in- 
signia of Fordham University which re- 
cently made him a Doctor of Laws. 

Also presented to Mr. Christensen by 
his associates at the luncheon last week 
Was a beautifully leather-bound book 
Containing news pictures in which he 
‘tgured when given the degree at Ford- 
ham, and the volume also contains let- 

ers from insurance men all over Amer- 
ica congratulating him upon receiving 

his decree, 


Globe Service Appoints 
Mackin Underwriting Mgr. 


Globe Service Corporation, 92 William 
Street, New York City, surplus line 
brokers and reinsurance intermediaries, 
announces appointment of Thomas F. 
Mackin as manager in charge of under- 
writing. Mr. Mackin, a gradu: ite of 
Adelphi College, has had considerable 
experience in the special risks and re- 
insurance fields, and comes to Globe 
Service Corp. from Hall and Henshaw, 
with which agency he had been asso- 
ciated since 1950. Prior to that he was 
with the Continental Insurance Co., in 
the general cover department. 

Globe Service Corporation has recently 
expanded its organization, and is now 
offering its fire, casualty and inland 
marine reinsurance and surplus line fa- 
cilities to companies, brokers and agents 
nationwide. 





Home Names Monahan to 
Multiple Line Division 


Edward T. Monahan, marine produc- 
tion manager at the Home Insurance 
Company’s Chicago office, has been 
transferred to the head office in New 
York as assistant manager of the Home’s 
newly created multiple line division. Mr. 
Monahan previously served in various 
field positions for the company in Chi- 
cago, Boston, Syracuse and Minneapolis. 





Kievit Phoenix State Agent 

Robert S. Kievit has been promoted 
to state agent for the Phoen:x of Hart- 
ford Group for the North New Jersey 
field. He joined the company in 1948, is 
a graduate of Rutgers University an 
an Air Force veteran. He will continue 
to make his headquarters for the 
Phoenix at 1180 Raymond Boulevard in 
Newark. 


CPCU Industry Luncheon 

The New York Chapter Society of 
Chartered Property & Casualty Under- 
writers, will hold its all-industry lunch- 
eon Wednesd: iy, October 19, at Hotel 
Biltmore. New York Superintendent of 
Insurance Leffert Holz will be the speak- 
er. Robert C. Mahoney will be the 
luncheon chairman. 








North British Appointments 


The North British Group reports the 
following new field appointments: 

Donald J. White, Jr. has been ap- 
pointed special agent associated with 
State Agent R. O. Reid who assumes 
jurisdiction over northeastern and south- 
eastern New York state territory. Both 
Mr. Reid and Mr. White will office at 
the present field headquarters in Albany. 

Effective August 1, John E, Clotty be- 
comes special agent assisting special 
agent George L. Cady, Jr. in the New 
Hampshire and Vermont fields. Mr. 
Clotty succeeds C. H. Lippert who is re- 
turning to the New York office for re- 
assignment. 





Insurance Men Visit Head Office 
Of International Business Machines 


See New Electronic Data Processing Center Established There; 
Both Large and Small Machines Demonstrated 


Cor- 
poration has opened an electronic data 
processing floor 
corner of 


International Business Machines 


center on the main 
headquarters at the 
Madison Avenue and_ Fifty-Seventh 
Street, New York. It is an integrated 
team of so-called “giant brains,” a com- 
plete line-up of high speed digital com- 
puters and data processing equipment. 
On view are the 702 and 650 electronic 


of its 


data processing machines, as well as 
smaller, medium-sized electronic calcu- 
lators. 


in Davenport, Iowa, in 1922 and contin 
ued in the insurance field with compa 
nies until 1933 when he joined IBM. 
The representative who calls on life, 
accident and health insurance companies, 
fraternals and Blue Cross - Blue Shield 
is Smith Homans of the famous Homans 
insurance family, which includes Eugene 
Homans of Equitable Society, 120 Broad- 
way. Smith Homans’ father was actuary 
of Commonwealth Life, Louisville, and 
he spent a decade in life insurance be- 
fore joining IBM some years ago. The 
grandfather of Smith Homans was Shep- 
reir Homans, one of the founders of the 





Operator giving instructions to IBM’s “Giant-Brain.” 


Among insurance companies which will 
install the larger machines are Royal- 
Liverpool, Chubb & Son, Fireman’s Fund, 
and Continental Casualty. The Pruden- 
tial will install a 702 in September; the 
New York Life a 705 in January, 1956. 

IBM also reports a large demand for 
the smaller machine—650, among those 
having placed orders being Pan-Ameri- 
can Life which has ordered two; Mon- 
arch Life of Springfield; and Security 
Life and Accident of Denver. 

Fire and Casualty Visitors 


Groups of insurance, finance and other 
business organizations have been invited 
on different days to visit the data proc- 
essing center. Fire and casualty people 
made this visit yesterday, July 28. Life 
people will attend on August 1. 

The representative of IBM who sees 
fire and casualty people is Claude H. 
Mahan who began an insurance career 
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mortality table used for years by life 
insurance companies. 

At the press conference of IBM last 
week it was stated that the first 702 
was installed four months ago by the 
Monsanto Chemical Co. in St. Louis. A 
702 at Poughkeepsie plant of IBM is 
doing calcu'ations for an 8,000-employe 
payroll in 244 minutes. Between now 
and December 31 many 702s will be de 
livered to government agencies as well 
as to users in insurance, banking, air- 
craft and auto manufacturing, with addi 
tional orders for 705. One exhibit at 
the press conference was that of per- 
petus il inventory accounting on 702. The 
inventory consisted of 2,500 items. Rec- 
ord of the entire 2,500-item inventory 
is maintained on a _ reel of magnetic 
tape. 

The full name of 650, which the me 
dium-sized and smaller business institu 
tions will use, is 650 Magnetic Drum 
Data -Processing machine. Its magnetic 
tape system will permit the machine 
to process at greater speeds and will 
also reduce file space requirements and 
offer greater flexibility in programming. 


Springfield Cos. Recall 
Angell to Home Office 


Theodore F. Angell, formerly special 
agent for the Springfield Insurance Com 
panies in New Jersey, has been recalled 
to the head office at Springfield, Mass., 
as manager of the western Massachu- 
setts service office. 

Mr. Angell was graduated from 
Princeton University in 1924 and began 
his insurance career with the Spring 
field companies in 1926 at the head office. 
In 1929 he was appointed a special agent 
in Mz issachusetts and since that time has 
served in Pennsylvania, New York and 
New Jersey fields. He entered the U. S. 
Army in 1942 and was discharged in 
1946 with the rank of lieutenant colonel. 
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The following three tables on automo- 
comprehensive, 
damage 


bile 


collision and on 
experience for 1954 have been compiled 
by the New York Insurance Department 
in the Insurance 
as of December 
Incurred losses are based upon 


from 
Expense 


31, 1954. 


AUTOMOBILE FIRE, THEFT AND COMPREHENSIVE EXPERIENCE—1954 


§ “E”—based on earned premiums 
—based on written premiums 


195] 
1952 
1953 
1954 


1951 
1952 
1953 
1954 


1951 
1952 
1953 
1954 


1951 
1952 
1953 
1954 


1951 
1952 
1953 
1954 


1951 
1952 
1953 
1954 


1951 
1952 
1953 
1954 


1951] 
1952 
1953 
1954 


195] 
1952 
1953 


1954 


1951 
1952 
1953 


1954 


1951 
1952 
1953 
1954 


1951 
1952 
1953 


1954 


1950 
1951 
1952 
1953 
1954 


data 





theft and 
auto property 


Net 
Premiums 
written 


(Countrywide) 


$49,569,016 
61,928,056 
67,493,756 
53,498,075 


186,929,702 
195,736,067 
204,519,861 
199,736,575 


51,512,948 
56,319,247 
64,453,952 
66,770,473 


502,161 
506,935 
517,898 
486,398 


2,884,498 
3,488,760 
4,205,293 
14,389,463 


4,246,098 
7,379,544 
5,096,913 
4,770,440 


$184,870,397 
251,096,456 
264,588,404 
235,040,284 


365,782,448 
427 256,866 
“ 4, 185, 728 


119,142,629 
143,203,836 
172,131,769 
174,524,513 


1,112,860 
1,477,839 
1,438,503 
1,20¢ 993 


6,040,527 
8,115,580 
10,059,463 
36,851,275 


1,109,520 
2,396,655 
2,334,709 
3,300,220 


AUTOMOBILE PROPERTY DAMAGE EXPERIENCE — 1954 


73,385,049 
an 209,424 
375,951,103 
448,292,555 
460,484,174 


reported 


Exhibits filed 


LOSS AND EXPENSE RATIOS 1 “Ww” 


Net 
Premiums 
earned 


(Countrywide) 


$54,351,904 39.7 28.8 31:5 79 13,5 
54,140,763 46.5 29.4 24.1 9.9 11.6 
59,688,855 43.9 a) ee 25.0 10.8 12.4 
57,625,531 47.5 35.5 17.0 13.4 13.6 

STOCK COMPANY AGGREGATES 

182,987,562 41.7 47.5 10.8 6.4 26.2 

190,922,443 42.7 47.2 10.1 6.9 252 

197,862,891 42.8 47.1 10.1 io 24.2 

201,418,690 45.1 47.1 7.8 7.4 23.9 

MUTUAL COMPANY —ae 

49,775,790 39.2 35.7 25.1 8.3 8.3 
54,899,995 42.4 37.4 20.2 89 10.0 
61,596,173 45.5 37.3 WZ 9.8 9.3 
66,193,840 47.9 37.9 14.2 10.2 9.2 

ADVANCE PREMIUM COOPERATIVE AGGREGATES 
505,349 35.2 44.7 20.1 55 A AE A LS 
530,105 34.3 47.6 18.1 7A 24.6 
523,581 38.9 47.7 13.4 7.9 24.8 
524,247 42.0 45.6 12,4 7.6 24.1 

LLOYDS AND RECIPROCAL AGGREGATES 
2,777 ,398 41.5 34.7 23.8 6.1 3.7 11. 
3,190,494 38.9 34.9 26.2 LY 15.5 
3,831,705 43.6 34.1 22:5 8.9 13.1 
14,087,454 50.3 38.9 10.8 3:3 28.0 

REINSURANCE COMPANY AGGREGATES 
3,812,322 56.2 44.0 —.2 22 39.2 
5,439,000 48.1 43.0 8.9 2.6 37.4 
5,134,946 46.5 45.8 “pe f 3.0 39.9 
4,696,861 47.5 44.3 8.2 23 38.8 


AUTOMOBILE COLLISION EXPERIENCE — 1954 


FINANCE COMPANY AGGREGATES 
$194,453,519 


207 460,095 
226,177,458 
247,485,768 


350,626,559 
394,768,743 
443,082,124 
462,29(),297 


112,875,760 
134,358,705 
162,157,798 
173,986,160 


ADVANCE PREMIUM COOPERATIVE AGGREGATES 


1,202,201 
1,286,611 
1,447.500 
1,310,601 


6,282,945 
7,407,412 
9,132,620 
36,578,318 


1,068,869 
1,992,625 
3,359,437 
3,216,563 


$262,440,649 
293,134,223 
350,282,750 
420,115,014 
451,394,743 





Auto Physical and Property Damage Results 


except those for 
and “Taxes 


the case estimate reserves and exclude 
allocated claim expense. Expense ratios 
include both allocated and unallocated 
claim expense. Countrywide figures are 
on the net basis after reinsurance, The 
New York State figures are on a direct 


basis excluding reinsurance. 


All ratios are based on earned pre- 


UNDERWRITING RATIOs 
(Countrywide) 
Loss Commis- 


Losses oe adjust- sion and 
incurred Expenses ment brokerage 
retary 


“E” (adjusted) (adjusted) “— 


FINANCE COMPANY AGGREGATES 


59.0 27.7 13.3 7.6 12.8 
62.5 27.4 10,1 8.6 11.1 
a7.2 29.2 13.6 8.7 12.8 
45.0 29.0 26.0 7.8 133 
STOCK COMPANY AGGREGATES 
52.8 44.4 2.8 6.2 25.1 
51.0 44.9 4.1 0.6 24.5 
45.6 43.6 ° 10.8 6.1 23.8 


39.9 43.0 16.5 6.1 234 


MUTUAL COMPANY AGGREGATES 


49.4 33.9 16,7 9.2 8.3 
40.2 35.9 17.9 9.0 10,0 
43.9 34.7 21.4 98 9.5 


36.0 34.2 29.8 9.5 9.2 


47.4 44.8 7.8 7.0 20.6 
55.3 47.6 —2.9 8.2 23.0 
43.1 46.8 10.1 13 23.8 
41.8 43.8 14.4 6.7 23.6 
OYDS AND RECIPROCAL AGGREGATES 
51.1 Zi5 27.4 4.4 3.0 x 
47.5 21.6 30.9 4.8 11.4 
40.3 19.9 39.8 4.7 99 
37.7 32.0 30.3 ea 23.4 
REINSURANCE COMPANY ——— 
48.1 47. 4 4.5 bs 40.9 
47.4 47.2 5.4 4. 4 40.9 
46.5 44.0 9.5 3.6 38.7 
60.9 475 —14.4 4.4 38.8 


STOCK COMPANY AGGREGATES 


53.4 48.9 —2: 12.4 20.9 
64.5 48.5 —13.0 127 20.8 
58.8 46.7 —5.5 11.8 20.4 
49.1 44.6 6.3 10.7 19.6 


44.6 44.0 11,4 10.3 19.2 


(Continued on Page 23) 


and Brokerage” 
which are based upon written premiums. 
Expenses do not include Federal income 
tax. Net gain shows results before con- 
sideration of Federal income tax. The 
aggregate figures include the business of 
all companies in the various categories. 


ANALYSIS OF EXPENSES 
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Direct 
premiums 
earned 


2,793,413 
2,968,469 
3,201,839 


21,491,145 
22,345,088 
23,263,006 


4,386,080 
4,959,740 
5,197,183 


371,471 
217,813 
342,761 


$14,428,370 
16,855,475 
18,300,457 


41,061,839 
40,730,976 
49,043,067 


11,201,913 
11812205 


856,173 
831,028 


130,302 
167,185 
217,756 


10,495 
2,486 


$41,235,973 
48,988,936 
52,983,196 
62,776,607 
68,440,894 





“Commission 
and Fees” 


New York StAte 
EXPERIENCE 
Incurred 


66.7 
57.4 


50.2 


52.0 
46.0 
43.7 


43.9 
43.9 
40.1 


46.9 
40.0 
42.2 


39.1 
39.2 
42.3 


114.4 





Revised Fire Safety 
Standards Published 


THREE ISSUED BY THE NFPA 





Deal With Private Fire Brigades, Out. 
side Protection and Fire Hydrants 
for Private Fire Service 





Three revised fire safety standards ap. 
plying to outside protection, the organi- 
zatiqn, training and equipment of private 
fire brigades, and specifications for fire 
hydrants for private fire service have 
been published by the National Fire 
Protection Association, it is announced 
by Robert S. Moulton, technical secre. 
tary of the association. 

Officially adopted by the NFPA at its 
recent (May 16-20) annual meeting in 
Cincinnati, each of the standards is now 
available in pamphlet form from the 
NFPA, 60 Batterymarch Street, Boston, 
They will also be included in the 1955 
edition of the National Fire Codes to be 
published in September of this year, 

The standards, by numerical designa- 
tion and title, are: 

No. 27, Suggestions for the Organiza- 
tion, Training and Equipment of Private 
Fire Brigades (25 pages), 35 cents. 

No. 24, Standards for Outside Protec- 
tion (32 pages), 35 cents. 

No. 29C, Standard Specifications—Fire 
Hydrants for Private Fire Service (12 
pages), 25 cents. 

NFPA standards are prepared by tech- 
nical committees representative of all in- 
terests concerned and provide guidance 
for the reduction of loss of life and prop- 
erty by fire. Although purely advisory 
so far as the National Fire Protection 
Association is concerned, its standards 
are widely used as a basis for laws, or- 
dinances and regulations issued by fire 
marshals and other authorities respon- 
sible for the public safety. 





Safety Standards Issued 

Several new and revised fire safety 
standards have just been published by 
the National Fire Protection Associa- 
tion. Threé deal with the installation 
of air conditioning and ventilating sys- 
tems, existing nursing, convalescent and 
old age homes, and the classification of 
interior finish for life safety in buildings. 

Water spray systems, specifications for 
motor fire apparatus, ‘and aerial ladder 
testing are the subjects of two revised 
and one additional new standard. All are 
available in pamphlet form from the 
NFPA, 60 Batterymarch Street, Boston. 
They will be included in the 1955 edition 
of the National Fire Codes, in Septem- 
ber. 

The standards by numerical designa- 
tion and title are: No. 90A, Standards 
for the Installation of Air Conditioning 
and Ventilating Systems of Other than 
Residence Type, 35 cents; 101B, Fire 
Safety Standards for Existing Nursing 
and Old Age Homes, 25 cents; 101¢, 
Classification of Interior Finish for Life 
Safety in Buildings, 25 cents; 15, Stand- 
ards for Water Spray Systems for Fire 
Protection, 50 cents; 19, Specifications 
for Motor Fire Apparatus—Pumper Ap- 
paratus, Water Tank Apparatus, Ladder 
Truck (aerial), Ladder Truck and 
Pumper (Quadruple Combination), 50 
cents; Standard Procedure for Aerial 
Ladder Testing, 35 cents, 





Appoint Street in Tenn. 


Roger R. Street has been appointed 
special agent for the Phoenix of Hart- 
ford Group in the state of Tennessee. 

A native of Tennessee, Mr. Street 
served in the United States Army Air 
Force, and is a graduate of David Lips- 
comb College. He is an experience 
fieldman in the state of Tennessee. 
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SCOTT FIRE MARSHALS PRES. 
Named Head of Canadian Association; 


Marshals and Commissioners of All 
Ten Provinces at Meeting 

At the recent annual meeting of the 
Association of Canadian Fire Marshals, 
held in Fredericton, N. B., Fire Marshal 
W. J. Scott of Ontario was elected presi- 
dent for the 1955-56 term, and Fire 
Marshal T. A. Campbell of P. E. I, 
was elected vice president. D. E. Barrett 
of the Ontario Fire Marshal’s office was 
reelected secretary-treasurer, and _ the 
immediate past president is Fire Mar- 
shal C. M. Young of New Brunswick. 

For the first time in the history of the 
ACFM,, the fire marshals and fire com- 
missioners of all ten provinces were 
present. They were Fire Marshal W. A, 
Walker of British Columbia, Fire Com- 
missioner Austin Bridges of Alberta, 
Fire Commissioner Ross Switzer of 
Saskatchewan, Fire Commissioner Harold 
Puttee of Manitoba, Fire Marshal Scott 
of Ontario, Fire Commissioner F. X. 
Ahern of Quebec, Fire Marshal Young 
of New Brunswick, Fire Marshal Camp- 
bell -of. Ps’ BE. ‘Fire Marshal K: J. 
Partington of Nova Scotia and Fire 
Marshal Frank Ryan of Newfoundland. 

\lso in attendance were the Armed 
Services Fire Marshals, Lieut.-Comman- 
der W, J. Simpkin of the Canadian 
Navy, Lieut.-Colonel E. Desjardins of 
the Canadian Army and Squadron 
Leader W. A. McCallum of the RCAF. 
In conjunction with the ACFM meetings 
were held meetings of the Fire Advisory 
Council of the Underwriters Labora- 
tories of Canada and the Approvals 
Council on Oil Burning Equipment of 
the Canadian Standards Association. 

The 1955 meetings were held in the 
Lord Beaverbrook Hotel, Fredericton, 
and it was decided that the 1956 annual 
meeting of the ACFM would be in the 
Harrison Hot Springs Hotel, near Van- 
couver, B. C., the week of September 19, 
immediately following the annual meet- 
ing of the Canadian Association of Fire 
Chiefs to be held in Vancouver, Sep- 
tember 12-15, 1956. 

Fire Marshal Scott of Ontario is a 
veteran at that post and has been an 
outstanding figure in that field for many 
years, 





America Fore Holds Open 
House in St. Louis Office 


St. Louis, Mo—The America Fore In- 
surance Group conducted an open house 
at their new building on Wednesday 
afternoon, July 20. The new offices were 
opened on Thursday, July 14, The com- 
panies in the group are Continental In- 
surance Co., Fidelity-Phenix Fire, Nia- 
gara Fire, American Eagle Fire and Fi- 
delity & Casualty Co. of New York. 
The field men of the fire companies that 
are officing in the new building are 
State Agent Earl L. Crellin and Special 
Agents Robert Bowden and C. Don 
McCormack. E. C. Kottmeier is resident 
manager for the Fidelity & Casualty, 
while D. J. Sheerin is claims depart- 
ment manager. 

The home offices of the companies were 
represented at the open house by Vice 
President E. H, Luecke and W. C. 
Moore, secretary of all five companies 
trom New York City; M. J. Pitre, vice 
president, Fidelity & Casualty, New 
York City; E. J. Ryan, secretary, Fi- 
delity & Casualty, while the delegation 
trom Chicago, Ill, included: C. R. Wil- 
liams, secretary; James E. Guy, assistant 
Secretary, and A. N. Nelson, chief ad- 
juster, 

The building is strategically located in 
the rapidly growing insurance center on 
Lindell Boulevard, There is a large park- 
ing area at the rear and side of the 
building and additional parking facilities 
are available just 300 feet away. 





BURNETT APPOINTED IN N. C. 

“dward G, Burnett has been appointed 
special agent in North Carolina for the 
‘las Assurance Co., Ltd. He will make 
his headquarters in Greensboro, 








The Home Insurance Company’s current 
advertisement is designed to make the 
average homeowner more fully aware of 
the many valuable services you can offer. 


It causes your prospects to appreciate 
the fact that insurance protection is 

as much a matter of the reputation of 
the man recommending it as it is the 
integrity of the company he represents. 


Your Home fieldman is ready to assist 
you in any way he can. Ask him! 


y can trust. 








deolet, 


This 
advertisement 
appears 

in color in: 


U. S. News & World Report 
— Aug. 19 


Better Homes and Gardens 
— Sept 


American Home—Sept. 
Nation's Business— Aug. 
Town Journal—Aug. 
Business Week—Aug. 13 
Newsweek—Aug. 8 
Time —Aug. 8 












Fireman’s Fund Group 
Wins Treasury Citation 


SIGNED BY _ SEC. 


Award Presented to Grow for Employes’ 
Purchasing of U. S. Savings Bonds 
Through Payroll Plan 


HUMPHREY 





New York employes of the Fireman’s 
Fund Group have been cited for out- 
standing participation in the Treasury’s 
payroll savings plan for the automatic 
purchase of United States Savings 
Bonds. By joining the plan, recently 
made available to the New York City 
office of the Group, employes authorize 


é 





Edward C. Meehan (left) Assistant Sec- 
retary of Fireman’s Fund Group, accepts 
special Treasury citation from Donald 
W. Fraser, N. Y. Sales Director for 
U.S. Savings Bonds Division. 


the company to set aside part of their 
pay every payday towards the regular 
purchase of Series E Savings Bonds. 

The citation, signed by Secretary of 
the Treasury George M. Humphrey, was 
presented to Edward C. Meehan, assis- 
tant secretary of the Group, and chair- 
man of the Savings Bonds committee 
by Donald W. Fraser, state sales director 
of the U. S. Savings Bonds Division. 
The award reads: “In recognition of 
outstanding performance in promoting 
the purchase of U. S. Savings Bonds 
through the payroll savings plan, the 
U. S. Treasury awards this special 
citation to the Fireman’s Fund Insurance 
Group.” 

As the result of a recent campaign, a 
total of 499 employes of the New 
York office, or 58.7%. signed up for the 
regular purchase of Bonds. 

Congratulates Co. and Employes 

In presenting the citation, Mr. Fraser 
said: “Your company and employes are 
to be congratulated for achieving a 
high standard of participation in the 
payroll savings plan. Not only is the 
buying of Savings Bonds good business 
for individual Americans but the pur- 
chase of Bonds helps to stabilize our 
country’s economy.” 

Mr. Meehan, in accepting the award, 
declared: “We will continue our efforts 
to maintain and increase our participa- 
tion in the payroll savings plan. Every 
American who buys Savings Bonds is 
doing himself and his country a valuable 
service.” 

Installation of the plan in the Fire- 
man’s Fund Group was announced in a 
letter sent to each employe’s home by 
John Dillard, vice president. The cam- 
paign started with a meeting sparked 

(Continued on Page 25) 
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New Southern Insurance Institute 


Has Excellent Program for Agents 


The University of 
mailed an 


Institute to members 


Southern Agents Conference 
Insurance 


tional Association of 
and to members of the 
ciation of Insurance 
associations being 


cational program which 
the University of Mississippi at Oxford 


on August 8-12. 
Advance registration 
capacity crowd will be 


opening of the institute. 
in the newly completed Mississippi Cen- 
Study on the 
one of the “The 1954 Tax Code as It Affects the 
Southern conference sites. 
The Center contains completely air con- 
ditioned conference accommodations of 
excellent design and furnishings and the 
adjacent Alumni House offers registrants 
res conditioned housing at nominal rates 

registration 
first served” 
registration and ios 
housing should be directed to Coordina- “a 
University, Mis- 
fee is $55 for 


ter For Continuation 
campus of the 


finest of the 


Applications for 


received on a “first come, 


basis. Requests for 


tor of Arrangements, 


sisssippl. The registration 


eligible applicants. 


Planning Committee ers Insurance 


Serving on the planning committee for F 
Rosenbaum, Jr., ; 
also chairman of the education 


the institute are: I. A. 
chairman, 


committee of the Mississippi 

Meridian; R. 
W. Williams, state 
ee 
Tennessee; 
executive secre- 
Association of In- 


Holland, 


of Insurance Agents, 
Cochran, Jackson; F. 
igent; George L. 
ager Insurors of 


Greer, Columbia, S. C., 
tary, South Carolina 
surance Agents; Hoyt 


Mississippi has son, 
announcement i 
with the first annual Southern Insurance 
comprising 


Agents, 


sponsors of this edu- 


indicates that a tion, 
hand for the 
will be held 


university, 


Goss, 


Miss., Holland & Gates, Inc.; 
George A. McLean, Tuscaloosa, Ala., 
chairman of education committee, Ala- 
the bama_ Association; Carl E. Stanton, 
of the Na- chairman educ: ation committee, Insurors 


connection 


Agents of Tennessee; Clant M. Seay, Jackson, 
Tennessee Asso- Miss., manager, Mississippi Association 
these state of Insurance Agents; D. C. Trexler, 


University of Mississippi, director, De- 
partment of Conferences and Institutes; 
and Dr. Clive F. Dunham, Dean, School 
of Commerce and Business Administra- 
University of Mississippi. 

Program Has Wide Range 

During this five-day Southern Insur- 
ance Institute the following subjects will 
be presented: 


be held at 


Agency and Buyer,” by Brad 


Insurance 
public accountant of 


Bailey, certified 
Meridian, Miss. 

“Office Management and Records,” by 
Richard J. Layton, vice president and 
division manager, Rough Notes Co., Inc., 
of Indianapolis. 

“An Advertising Program for the Lo- 
Agency.” by M. J. Whitmar, vice 
president, Dinerman Advertising Agen- 
cy, Cincinnati, Ohio. 

“Public Relations Projects and_ the 
Agency,” by Clark Wade, Wade Broth- 
Agency, Memphis, Tenn. 
“Customer Account Analysis,” by Ed 
Gebelein, supervisor of “Aetna Plan” 
Aetna Casualty & Surety, 


are being 


department, 
Asacciation ‘ereorl. ; 
F. Recent Trends in Major Fields 
“Recent Developments and Outlook in 
the Casualty Insurance Field,” by H. R. 
Preston, vice president, United States 
Fidelity and Guaranty Co., Baltimore. 
“Recent Developments in Fire Insur- 
ance Marketing,” by A. L. Schlesinger, 


man- 


Lloy d E. 


Jack- 
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How could MY survey 
be wrong? 


Well, it’s possible. Survey and analysis is a 
complicated field, requiring expert guidance. 
Sometimes a single false step can spoil your 
whole program. 


It might be a good idea to stop in and con- 
sult us before setting out with pencil, pad 
and preconceptions. We won’t do your survey 
for you, but perhaps we can offer a fresh idea 
or two and save you wasted motion. 

So if it’s the right steer you want — survey 
suggestions in capsule form —drop in on us. 
You'll find a friendly reception at the Jaffe 
office, whatever the problem. 


JAFFE AGENCY, INC. 


INSURANCE UNDERWRITERS 


Jr., CPCU, president and manager of the 
insurance department, Latter & Blum, 
Inc., chairman property insurance com- 
mittee, Louisiana Association of Insur- 
ance Agents, New Orleans. 

“Sales Through Speech,” by Duncan 
Whiteside, director for television, film 
and radio, and assistant professor of 
speech, University of Mississippi. 

“Recent Inland Marine Developments 
and Outlook,” H. F. Gibson, assistant 
manager, Southern marine department, 
Houston, Tex., Automobile Insurance Co. 

“Direct Writing Competition vs. the 
Agency,” Arthur M. O’Connell, Cincin- 
nati, Ohio, member of the executive 
committee of the National Association 
of Insurance Agents. 

“Personality Development Through 
Speech Including a Summary Based on 
Institute Tape Recordings” conducted by 
members of the faculty of the Univer- 
sity of Mississippi. 

At the closing session Friday after- 
Rosenbaum will 





noon, August 12, Mr. 
present Southern Insurance Institute 
Certificates. 

NEW AGENTS’ ASSN. IN N. Y. 


Broome County Assn. Successor to Two 
Local Boards; Victor B. Taylor 
Named Fresident 
Broome County, N. Y., fire and casu- 
alty insurance agents have formed a new 
organization, elected officers and dis- 
cussed plans for a September meeting 

at which the officers will be installed. 
The new group, to be called Broome 
County Association of Insurance Agents, 
Inc., was organized at a meeting in 
Binghamton, N. Y. About 40 persons 
attended. The association is successor 
to the Binghamton and Endicott associ- 
ations of insurance men. An eventual 
membership of about 80 is expected. 
Victor B. Taylor of Vestal was elected 


president. Other officers are: vice presi- 
dent, Ralph W. Stanton, Binghamton ; 
secretary, Byron Kellan, Binghamton; 


treasurer, Robert’ J. Hanafin, Endicott; 
directors, William Orband, Henry Sil- 
berer and Earl Lowe, all of Binghamton; 
Brigham Thomson, Johnson City and 
Charles W. Hill, Whitney Point. 





WITH AGENCY 100 YEARS 

The Hartford Fire was host at a din- 
ner, Wednesday, July 27, for the officers 
and staff of the Egbert F. Ashley Co, 
of Rochester at the Country Club. This 
agency has represented the Hartford 
Fire since 1855 and the dinner was in 
celebration of the 100th anniversary. W. 
S. Vanderbilt, vice president and secre- 
tary, and Harvie D. Manss, special 
agent, represented the company at the 
dinner. 
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111 JOHN STREET 
New York 38, N. Y. 


Telephone: Digby 9-3560 
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NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Three Nights a Week Class 
Starts Wednesday, Sept. 7, for 
Brokers’ Examination on Dec. is, 1955 


Two Nights a Week Class 


Starts Tuesday, Sept. 13, for 
Brokers’ Examination on Mar. 15, 1956 


REAL ESTATE COURSE) 


Starts Wednesday, Sept. 7, for 
State Examination on Nov. 16, 1955 


NOTARY Pustic COURSE 


Starts Monday, Aug. 29 
for Examination on Sept, “20, 1955 


AMERICA'S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
PO HS INSURANCE 
132 —— Street 
New York 38, N. Y. 
Near City Hall 
COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 

















FRED WORMELLE DEAD 

Fred C. Wormelle, 76, retired owner 
of a Boston, Mass., insurance firm, died 
recently, in St. Petersburg, Fla., where 
he had lived several months. He was a 
native of Brighton, was a graduate of 
Harvard College, and for many years 
lived in Newtonville, until he retired 
in 1930 and went to live in Hancock, 
N. H. He leaves his wife and a son, 
Curis Wormelle of Baltimore. 





TOLEDO WOMEN HOLD PICNIC 

The annual sales picnic of the Insur- 
ance Women of Toledo, Ohio, was held 
at Pearson Park. Loraine O’ Boyle, chair- 
man of the program committee, was in 
charge of arrangements. 
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Auto Physical and Property Damage Results 


LOSS AND EXPENSE RATIOS 


(Continued from Page 20) 


{ “£”--hased on earned premiums 


l “W”—based on written premiums 
UNDERWRITING Ratios ANALYSIS OF EXPENSES New York STATE 
ny (Countrywide) (Countrywide) EXPERIENCE 

- Net ,_ Net Loss Commis- Other Taxes Incurred 

ee I — Ramon ici Net adjust- — and acquisi- and Direct loss 

ti x ses 2 okerage ic ener es oremiums atio 

(Countrywide) (Countrywide) “= (adjusted) Gadhiuated) oe ONY ‘ RB” os . aye ie ‘aia aE 

P MUTUAL COMPANY AGGREGATES 
1950 68,569,180 65,691,840 Sy. 39.1 12 13.9 7.1 9.9 55 a 14,332,826 bd 
1951 102,984,203 97,943,269 66.5 39.4 —5.9 14.5 7.4 9.5 S5 25 17,167,136 54.8 
1952 122,683,641 114,307,677 61.5 39.1 —.6 13.8 8.9 9.0 4.9 25 19,781,768 51.6 
1953 155,665,389 146,559,824 51.8 36.1 12,1 i1.8 8.7 8.6 4.6 2.4 24,013,330 43.2 
1954 160,444,804 158,223,844 48.4 37.0 14.6 12.4 8.3 9.3 4.7 a 25,877,002 43.3 
LLOYDS AND RECIPROCAL AGGREGATES 
1953 7,038,812 6,425,056 51.8 37.4 10.8 12.2 16.2 6.7 Zz 2.1 80,257 55.6 
1954 26,109,395 25,753,427 49.0 39.2 11.8 9.2 200 2.1 ] 2.3 128,792 44.5 
P REINSURANCE COMPANY AGGREGATES 
1950 4,301,517 3,865,966 22.0 44.0 34.0 18 39.1 0 1.8 a 9,108 ae 
1951 4,841,104 4,793,172 275 40.8 31.9 2.8 34.8 e, 1.7 mm 65,014 —3.8 
1952 5,633,620 5,362,418 15.3 41.3 43.4 1.4 36.9 J le v- 56,362 16.8 
1953 6,351,727 5,389,396 14.9 40.5 44.6 ie 35.4 0 LZ Pt 2,524 
1954 7,822,789 8,081,072 20.2 45.0 34.8 23 38.9 3 2.0 eee ot aes 





NORTH BRITISH TRANSFER 





West Virginian Business Will Be Under 

Supervision of Philadelphia Dept.; 

. R. Howard Is Manager 

Effective August 1 the West Virginia 
business of the North British Group will 
be transferred to the supervision of the 
Philadalphia department, 508-510 Walnut 
Street, Philadelphia, under direct man- 
agement of S. R. Howard, secretary and 
manager, assisted by Edgar H. Miller, 
assistant secretary and assistant man- 
ager. 

This change is being made to give 
agents the benefit of “home office” serv- 
ice more conveniently located to them. 
With the addition of the Central Surety 
and Insurance Corp. to the North Brit- 
ish Group, it is expected soon to be able 
to provide agents with full multiple line 
facilities. 

William L. Ferguson, West Virginia 
state agent, will continue to operate from 
his present headquarters at Laconia 
Building, 1144 Market Street, Wheeling. 





Royal-Liverpool to Open 
Glens Falls Service Office 


The Royal-Liverpool Insurance Group 
he open a new service office at Glens 

Falls, N. Y., on August 1. State Agent 
Richard C. Gotzmer and Loss Preven- 
tion Engineer J. Douglas Anderson will 
be transferred from the Group’s Albany 
office to provide improved production 
and engineering facilities for agents and 
policyholders in the Glens Falls area. 

Address of the new office is Room 200, 
Empire Theatre Building, 11-17 South 
Street, Glens Falls, N. Y. 





Weatherall Leaving GAB 
To Join “Daily News” 
Ernest Weatherall, who has been as- 
sociated with the General Adjustment 
Bureau at the New York headquarters 
for about five years as a member of the 
public relations division, is leaving July 
30 to go with the New York “Daily 
News.” He will serve as representative 
in northern New Jersey with headquar- 
ters in Orange. 





No EC Zone Rate Study 
In Mass. as Bill Dies 


There will be no study of proposed 
zone rating for extended coverage in 
Massachusetts as a bill providing such 
has been sidetracked in the legislature. 
However, there will be a probe of wave- 
wash claims and the $50 deductible under 
legislation passed this year. This will be 
done by a special commission including 
insurance men. Several bills were intro- 
duced earlier in 1955 following the 150% 
rise in extended cover rates. 


Plan Assn. of Veterans at 
Least 40 Years in Ins. 


Three well known New York City in- 
surance men, each of whom has served 
the business for more than 40 years, be- 
lieve that veterans with that length of 
service should have an opportunity to 
know one another better and be able to 
utilize the information they have accu- 
mulated for the benefit of the business 
today. Likewise they possess historical 
knowledge which can be coordinated to 
add to the data now on hand dealing 
with conduct of insurance practices in 
New York City during the early decades 
of this century. 

Sponsoring this movement are 
man G. Treiss, veteran special 
Great American, 1 Liberty Street; 
Berthold M. Harris, retired executive 
secretary of the Brokers Association of 
the State of New York and now secre- 
tary to the trustees of the group insur- 
ance fund of the association, and Au- 
gust W. Kuebbler, insurance broker at 
110 William Street. 

The sponsors state the 
“Forty-Year Insurance Men’s Associa- 
tion” is being organized for research, 
historical and educational purposes. Any- 
one is eligible to join providing he, or 
she, has served 40 years or more in 
insurance. Those interested are re- 
quested to write to one of the three 
members of the organization committee. 


Her- 
agent, 


proposed 











L nana 








WA Anieray 


1905 ee 1999 
JOSEPH 
GOLUB 
AGENCY 


* 








INSURANCE 
UNDERWRITERS 


130 WILLIAM STREET 
New York 38, N. Y. 





























R. W. Eager Gets Fire Post 
In Employers’ N. Y. Dept. 


The Employers’ Group Insurance Com- 
panies has promoted Robert W. EF; 
to be assistant 
New York 
75 Maiden Lane, 

Mr. Eager has 
the Employers’ 


iger 
resident manager of its 
with offices at 
York. 
associated 
1937. 
to his recent assignment he served as 
underwriting supervisor in the home of- 
fice of the Employers’ Fire. 

In his new position, Mr. Eager will be 
responsible for directing the companies’ 
enlarged fire operations in the New York 
Department. 


Department 
New 
been with 


Group since Prior 





ULTRAMAR PROMOTIONS 





Inter-America Corp. Names F. R. Godo- 
First Vice Pres.; M. J. Godoy and 
L. K. Montgomery Advanced 


Enrique Godoy, president of Ultramar 
Inter-America Corporation, announces 
this week three promotions within th 
organization: Fernando R. Godoy, for- 


merly a vice president, has been appoint- 
ed first vice president; Miguel J. Godoy 
and Leighton K. Montgomery, formerly 
assistant vice presidents, have been ap- 
pointed vice president and general man- 
ager and vice president and manager of 
the adjusting department, respectively 
Ultramar Inter-America Corporation, 


with offices at 60 Wall Street, New 
York City, performs as insurance and 
reinsurance intermediaries and average 


adjusters, specializing in business of this 
hemisphere. It is affiliated with the 
Godoy-Sayan Insurance and Banking Or- 
ganization of Havana, of which Mr. 
Godoy is founder and president. Godoy- 
Sayan recently formed the Latin Ameri- 
can Pool for the reinsurance of risks in 
the United States and Canada. 


Miami Co. Offers Plan to 
Purchase Dayton Firm 


The Reliable Fire Insurance Co., Day- 
ton, Ohio, announced it has notified 
stockholders of a proposal from the 
American Title and Insurance Co. of 
Miami, Fla. to purchase the majority 
stock of the firm. 

Walter FEF. Oelman, president, told 
stockholders in the letter that the offer 
was “unsolicited” and that the board 
of directors “unanimously recommends 
to the stockholders acceptance of the 
offer.’ 

Under terms of the proposal, Ameri- 


can would continue to operate Reliable 
in Dayton. Mr. Oelman present 
personnel would be given greater oppor- 
tunities through added lines of insur- 
ance. 


said 





The theory and practice of insurance 








problems of risk-policy contracts 

types and problems of insurers 

state supervision—social insurance 
risk management 











able, and authoritative. 


By A. H. MOWBRAY 
University of California 


4th Ed., 569 pp., 


You will find this book a clear-cut analysis of 
policy contracts, general legal principles applying 
to insurance contracts, the forms of contracts 
used in the major branches of insurance with 
regard to the basis of issue, parties to the con- 
tract, the consideration of risk transferred, pro- 
cedure in event of loss, miscellaneous provisions 
and modification by endorsements. The technical 
difference between various types of carriers, and 
characteristic differences of operation problems 
of insurance carriers, rates, underwriting, adjust- 
ment of losses, etc., are explained. The authors 
describe the nature of the problems and the 
conditi surr ding them and cite practices 
and rules in different lines as illustrations of 
efforts to solve these problems. 








presented in this unified picture 
of the entire insurance field 


Here is a book that explains the principles and practice 
of every kind of insurance. Thoroughly revised, the Fourth 
Edition covers the economic principles, the problems and 
methods of operation common to all branches of the busi- 
ness. From it you will develop a general understanding 
of the basis of insurance, its problems, its mechanism, and 
its practical applications. It also provides you with factual 
data on all developments in insurance and regulations the 
governing them, in a treatment that is simple, understand- 


INSURANCE 


ITS THEORY AND PRACTICE IN THE UNITED STATES 
R. H. BLANCHARD 


and Columbia University 


14 tables, $6.00 


;~~"SEND FOR YOUR COPY TODAY! ~~~ 





Up-to-date 
Fourth Edition 
Just Published! 


into a 


Reorganized more 
logical arrangement to make 
basic principles stand out 
more sharply, the new 
Fourth Edition helps you 
develop a firmer grasp of 
insurance field as a 
whole. Besides bringing all 
material abreast of modern 
developments, the book 
now adds separate and de- 
tailed chapters on 

e@ The Insurance Mechanism 
e Risk Management 


e Inland-Marine Insurance 








e Group Insurance 


I 
McGraw-Hill Book Co., Att: H. Buhrow 1 
Industrial & pottaate, Book Dept. I 
327 W. 4lst St., N. . 36 I 
Send me for 10 ah examination Mowbray and | 
Blanchard’s INSURANCE, 4th Edition. In 10 | 
days I will remit $6.00, plus few cents for delivery | 
costs, or return book postpaid. (We pay delivery | 
peg = you remit with coupon; same return privi- | 

1 
r RINT) I 
Name ! 
Address ‘ : 
City Zone State 1 
Company | 
Position i 
For price and terms outside U. S. 1 
write McGraw-Hill Int’l., N. Y. C. EU : 
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174 Complete Exams of 
Insurance Institute 


TO GET FINAL CERTIFICATE 





Those Taking Examinations Come From 
48 Cities in All Parts of Country; 
Rise in Examination Centers 

One hundred seventy-four persons suc- 
cessfully completed the Insurance Insti- 
tute of America examinations given in 
May and will be awarded the Final Cer- 
tificate of the Institute. Most of the stu- 
dents had earned credit for one or more 
of the examination parts prior to May 
of this year. 

The A, B and C examinations under 
the revised educational program of the 
Institute were conducted on May 23, 24 
and 25 in 76 locations in 29 states. When 
the first series of examinations under 
the revised program was given in May, 
1953, there were only 19 examination 
centers and six persons completed. Dur- 
ing the last two years the expansion 
has been rapid as is shown in the follow- 





ing figures: 

In January, 1954, there were 45 ex- 
amination locations and six completers ; 
in May, 1954, there were 62 examination 
centers and 105 completers; in January, 
1955, 65 centers and 112 completers. 


Students in Eastern Cities 


The 174 persons who successfully com- 
pleted in May are widely distributed 
geographically and come from 48 dif- 
ferent cities. Names and locations of 
those in Eastern cities _ as follows: 

Atlanta, Ga., Paul R. Astin. 

Baltimore, Me Be che < doh Lewis. 

Boston, Mass., Harold W. Carruth, 
Joseph E. Welch. 

Charlottesville, Va., Donald J. Craw- 
ford, Fred A. Lauher, Lewis A. Martin, 
Jr, Frank A. O'Neill, Franklin Roeske, 
Theophile Sedlock, Edwin E. Wells. 

Erie, Pa., Robert C. Adair, Samuel P. 
Black, Jr., Joseph M. Cauley, James P. 
Coyle, Don E. Flath, Frank W. Hirt, J. 
Stanley Mitchell, George B, Purchase, 
Harold M. Small, Gail A. Templeton, 
Donald J. Webb, Elizabeth C. Wykes, 
Edward B. Young. 

Hartford, Conn., Walter B. Allen, Jr. 

New York City, Edward L. roped 
Ruth F. Cambern, Adolf P, Gobel, 
Stephen Torma, John R. Weidman. 

Reading, Pa. Marjorie M. Kulp. 

Watertown, N. Y., David P. Bresna- 
han, Ralph K. Foster, Jr., Charles C, 
Pringle. 

Cities which reported sizable groups of 
persons completing the examinations in- 
cluded also Cedar Rapids, la.; Chicago; 
Dallas, Tex.; Lincoln, Nebr.; Minne- 
apolis and St. Paul; Oklahoma City and 
San Antonio, Tex. 


Royal-Liverpool Employes 
Donate Blood to Red Cross 


Royal-Liverpool Group employes from 
the New York and suburban offices do- 
nated a total of 189 pints of blood to 
their company Blood Bank recently. 
This was the 12th visit of the Red 
Cross Blood Mobile Unit at Royal- 
Liverpool since the Blood Bank program 
started there in 1949. 

The auditorium of the Royal’s 150 Wil- 
liam Street building was converted into 
a blood bank station for the entire day. 
The company served a free luncheon to 
all pledgees from a menu especially pre- 
pared by the Red Cross for blood 
donors. 

One third of the blood collected will 
be applied to the National Defense Pro- 
gram; the remainder will be held in re- 
serve by the Red Cross for the use of 
Royal-Liverpool employes and members 
of their immediate families. 


LICENSED IN MISSOURI 
Jefferson City, Mo.—The Farmers & 
Merchants Co. has been licensed to do 
business in Missouri. It has headquar- 
ters in Tulsa, Okla., and was formerly 
known as the Tri-State Fire Co. 








ow many sales have you failed to make, or how many 
H accounts have you lost, because you knew little or 
nothing about your prospect’s or customer's business and 
its problems? 
Added emphasis to this well- 
mene known sales deterrent was 
given in a recent survey 
among buyers by a national 
research organization. 

To help Royal-Liverpool 
producers gain a better insight 
into their prospect’s and cli- 
ent’s business, a new 


| AVIATION 





Informative Series 





is being made available. Pub- 
lished bi-monthly, the first in 
the series covers the Aviation industry. All the pertinent 
information about various industries is capsuled for quick 
reading and reference. Now... . Royal-Liverpool producers 
will be better able to 

Talk the insured’s language 

Know the insured’s problems 

Widen their scope of prospects 

Know the ins and outs of profitable accounts 

they can acquire—with LITTLE EXTRA WORK! 


Make sales...save sales...with a company of the 


CASUALTY + FIRE + MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, WN. Y. 
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Protected Risks Field 
Opened to Texas Cos, 


INSURANCE BOARD ADOPTS PLAN 





Attorney General’s Decision Awaited on 
Interest Rule; Companies to Form 
Inspection Service 





Austin—After three years of revisions 
and studies of briefs, the Texas Board 
of Insurance Commissioners has now 
adopted a plan to open the field of 
highly protected risks to Texas compa- 
nies, but decided to await a ruling from 
the attorney general before deciding 
whether or not the interest rule on pay- 
ment of deferred premiums should be 
eliminated. 

Under the approved plan, inspection 
services which must be performed for 
qualified risks can be done by an inde- 
pendent organization, thereby permitting 
Texas companies to form such a service 
office. In addition the plan calls for the 
making of subsequent inspection reports 
and also requires investigation of the 
causes of losses. 

Principal speakers for the plan were 
Will C. Thompson, attorney for the 
Texas Insurance Advisory Association; 


Gus S. Wortham of the American Gen- 
eral and T. R. Mansfield of the Gulf. 
Spokesmen of several other interests 
also filed briefs. 

Ambrose E. Kelly, speaking for the 
Associated Mutual Fire Companies, 
urged that nothing be included in the 
plan that would preclude his organiza- 
tion’s operations under a premium de- 
posit plan. 

The Texas companies filed their first 
plan on highly protected risks in 1952, 
but the board took no action. It was 
resubmitted in 1954, with the board re- 
ferring it to the attorney general, who 
held that certain revisions were needed. 
These modifications were included in 
the currently approved plan, which is 
scheduled to become effective early in 
August. 





GAB Names A. Wikman and 
V. W. Hopkins to New Posts 


General Adjustment Bureau announces 
two new appointments as follows: Allan 
Wikman, manager of education and re- 
search in the Bureau’s eastern depart- 
ment, has been transferred to the na- 
tional executive office as director of 
education and research; Vincent W. 
Hopkins has been appointed a general 
adjuster in the eastern department. 

Mr. Wikman will now be concerned 
with the coordination of education and 
training activities throughout the four 

3ureau departments. 

He has been a member of the Bureau 
staff since 1927, after previous experience 
in insurance company loss departments. 
Assigned to Scranton he was appointed 
manager there in 1942; three years later 
he was transferred to Buffalo as as- 
sistant manager. In 1947 he was as- 
signed to the departmental office as as- 
sistant manager of Education and Re- 
search, becoming manager of that divi- 
sion on April 1, 1951. 

Mr. Hopkins will be concerned with 
the administration of the eastern depart- 
ment’s education and research activities 
and will act as catastrophe supervisor, 
with headquarters at the departmental 
head office. He joined the Bureau in 
1948 at Scranton, Pa., and was trans- 
ferrred to Binghamton, N. Y., as a mem- 
ber of the adjusting staff the following 
year. He was appointed manager of 
Hyannis, Mass., branch in 1951, and 
named assistant manager at the Provi- 
dence branch office two years later. In 
recent years Mr. Hopkins has headed 
many of the eastern department’s catas- 
trophe operations. Last year he directed 
the work of the Providence, R. I., catas- 
trophe storm office, where 30,000 hurri- 
cane losses were adjusted. 
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NAUA Revises Auto 
Rates for Indiana 


ASSUREDS TO SAVE $3,032,000 


Comprehensive Private Passenger Pre- 
miums Down 9%; Collision Also Cut; 
Credits for Young Drivers 


Revisions in rates and rules have been 
filed in Indiana by the National Auto- 
mobile Underwriters Association on be- 
half of its member and subscriber com- 
panies and approved for use effective 
July 20. The new rates and premiums 
for automobile material damage cover- 
ages result in an estimated annual sz aving 
to Indiana policyholders of approxi- 
mately $3,032, 

Comprehensive private passenger pre- 
mium revenue for the entire state is re- 
duced over 9%. Private passenger $50 
deductible collision premium revenue is 
reduced approximately 20%, varying by 
individual rating territories from 13% to 
26%. The $100 deductible private passen- 
ger collision premium revenue for the 
state as a whole has been reduced ap- 
proximately 15%, varying from over 9% 
to 23% in some territories. 

Credits for Drivers Under 25 


In addition to these rate and premium 
reductions, for family private passenger 
automobile risks which involve young 
women operators under 25 years of age 
but with no men operators under 25 
years of age, collision. premiums are re- 


duced 13% where the woman operator’ 


under 25 years of age is neither the 
owner nor the principal operator. 

_In addition to these premium reduc- 
tions, the revised rules include a 10% re- 
duction in private passenger collision 
premiums for risks where the driver un- 
der 25 years of age has successfully com- 
pleted a driver education course in a 
recognized schoo’, college or university. 
Courses must meet the standards that 
have been established by the National 
Education Association and be composed 
of a minimum of 30 clock hours for 
classroom instruction plus an average 
minimum of six hours actual driving ex- 
perience. 

Commercial local fire, theft, compre- 
hensive and collision rate: and premium 
revenue is reduced about 11%. Commer- 
cial intermediate and long distance haul- 
ing fire, theft and comprehensive rate 
and premium revenue is reduced an 
average of 13%; whereas collision pre- 
mium revenue for these classes of com- 
mercial vehicles is decreased an average 
of 8%. In addition, other miscellaneous 
tule and rate changes are approved. 


N. D. Hail Losses Down 
Bismarck, N. D.—Hail losses in North 
akota are running far behind last year, 

Insurance Commissioner A. as Jenson 
reports. Up to the end of June only 52 
losses had been reported compared to 
672 at that date last year. 

Commissioner Jenson said his office 
has received 13,246 applications for state 
hail insurance from every county in the 
state. The deadline for applying for 
state hail coverage was July 14 with town- 


ship assessors and July 15 with county 
auditors, 


AMA Fall Seminars 


(Continued from Page 1) 








seminars, classroom-style groups for in- 
struction, practice, or review in a par- 
ticular management subject. 
: Workshop Seminar Programs 
iach workshop seminar is composed 
not more than 15 executives meeting 
for three to nine full days under the 





leadership of one or more discussion 
leaders to explore a single area of 
management thought and practice. There 
are no speeches; emphasis is on in- 
formal but intensive discussion. 

Next fall A.M.A. workship seminar 
groups will take up nearly 100 different 
subjects in seven fields of management— 
finance, general managenient, insurance, 
manufacturing, marketing, office man- 
agement, and personnel. In addition to 
such perennials as top management plan- 
ning and control, administration of the 
union contract, the topics will include 
such new ones as use of electronic equip- 
ment in the office, marketing applica- 
tions of motivational research, a man- 
agerial accounting system for profit 
planning, and methods of _ insuring 
against property damage. 

Orientation seminars are instructional 
in approach, with lectures, visual pre- 
sentations, and group discussion. Lead- 
ership is provided by a specialist in the 
field, with the assistance of other oper- 
ating executives. These groups of 30 
to 40 persons meet over four to six days 
for both a sound basic refresher and 
a picture of the latest developments 
in a given field. 

New York Meetings in Fall 

During the fall the A.M.A. will con- 
duct orientation seminars on 14 differ- 
ent subjects. All will meet in New 
York. Topics will include administering 
the internal auditing function; convert- 
ing to a direct cost system; organiza- 
tion planning for company growth and 
development ; setting up and administer- 
ing a company’s foreign operations; im- 
proving the performance of salesmen 
through better standards of work meas- 
urement; setting up a more effective 
sales forecast, organizing the salesmen’s 
job for maximum productivity; the func- 
tion of the product manager; establish- 
ing an integrated data processing SVS- 
tem; developing and administering a cler- 
ical work measurement and standards 
program; streamlining the company’s 
records management program; establish- 
ment and appraisal of the management 
personnel development program ; tech- 
niques of supervisory training; and im- 
proving employe interviewing and selec- 
tion techniques and methods of employe 
orientation. 

Additional information and copies of 
the new seminar announcement may be 
obtained from the Seminar Registrar. 
American Management Association, 330 
West Forty-Second Street, New York 36. 


Insurance Seminars 


With regard to insurance the work- 
shop seminars will have four general 
subjects, with two of them under con- 
sideraation in New York and two in 
Chicago. Dates for the sessions here are 
October 31- November 2, December 19 - 
21 and January 16-18, whereas the Chi- 
cago seminars are scheduled for Novem- 
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ber 16-18. The American Management 
Association program gives the following 
data on each of these workshop semi- 
nars: 
Planning and Administering the Group 
Insurance and Pension Program 
“October 31 - November 2, New York; 
December 19-21, New York. This mul- 
tiple-unit group meets twice on the dates 
listed. Registration must be for both 
units. The group will determine its 
agenda at the first meeting. 
“Determining the purpose of the em- 
ploye benefit program. Data needed for 
calculation of a program to fit purpose 
and individual company requirements. 
Analysis of benefit structures and rela- 
tive costs: Accident and sickness, hos- 
pital and surgical, major medical ex- 
pense (catastrophe), group life and pen- 


sion. Employe-employer cost distribu- 
tion. Problems of eligibility, vesting and 
termination. Organizing the program: 


Insurance company vs. self-administra- 
tion of programs. Possibility of self- 
insurance. Problems of claim handling 
and record keeping. 

“Importance of communication to em- 
ploye appreciation: Means of introducing 
changes in program and building em- 
ploye participation. Methods of continu- 


ous ‘selling’ of plans benefits. Insurance 
manager’s responsibility in preparing 
for collective bargaining: Continuing 
benefits to retiring employes. Integra- 


tion of Social Security. Relationship with 
insurance companies, brokers, agents and 
independent consultants: Advantages and 
disadvantages of limiting their number, 
the influence on costs and services. 
Modern Corporate Insurance 
Management 

“October 31 - November 2, New York; 
December 19-21, New York; January 
16-18, New York. This multiple-unit 
group meets three times on the dates 
listed. Registration must be for all three 
units. The group will determine its 
agenda at the first meeting. 

“The insurance manager’s 
bility: An analysis of his duties and 
their relative importance. Coordinating 
insurance activities with other company 
departments. Determining exposures and 
evaluating hazards in the corporation’s 
operations. Setting company policy on 
the means of eliminating or reducing 
risk: Blanket policies vs. specific cover- 
age. Analyzing available policies and 
their ability to meet particular needs in 
such areas as: fire, marine, casualty, 
workmen’s compensation, and surety. 

“Insurance aspects of employe-benefit 
program: Analysis of benefit structures 
and relative costs. Information necessary 
for labor negotiation. Modern develop- 


responsi- 
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ments in coverage: Multiple-line policies, 
medical catastrophe plans, reinsurance 
trends, and the use of deductibles. Stud- 
ies and recommend: ations to me Anage- 
ment: Evaluation of carrier and services 
available. Establishment and mainte- 
nance of insurance manuals, reports and 
check lists. Relationship of insured to 
broker, agent and carrier. 

Methods of Insuring Against Fire and 

Other Property Damage 

“November 16-18, Chicago. Determi- 
ning corporate policy and program for 
insuranc e coverage. Methods to be used 
in insuring: desirability of blanket vs. 
specific coverages. Use of deductibles. 
Reporting forms. Output policies. Mul- 
tiple-location and multiple-line contracts. 
Markets offered for coverage: Elements 
to be considered for inland marine, wind- 
storm, flood, earthquake, etc. 

“Setting policy on business interrup- 
tion (U&O) coverage: Desirability of 
extending U &O to include sources of 
supply, distribution units, sales offices, 
etc. Special insurance needed for plants 
with outside power sources. 

“Evaluating technical services avail- 
able from insurance companies and other 
sources: Importance of loss prevention 
and effect on insurance Determi- 
ning insurable values, depreciation, and 
replacement costs. 

Providing Proper Liability Protection 

“November 16 - 18, Chicago. Establish- 
ing corporate policy on insuring the lia- 
bility hazard: Identifying extent of lia- 
bility in all areas of corporate activities: 
products, contingent, contractual, and 
other types of liability. Cost factors in 
determining the limits of insurz nce ne ed- 
ed. Choosing proper method of cover- 
age: Analyzing relative limits of retro- 
spective and experience rating plans. 
Self-insurance. Use of deductibles. 

“Importance of good experience in re- 
ducing cost: Checking the advisability of 
extending experience public _ liability 
retrospective rating to include workmen’s 
compensation, and automobile insurance. 
Insurance manager’s role in loss preven- 
tion and safety work.” 


Fireman’s Fund 


(Continued from Page 21) 


with talks by Treasury officials. Em- 
ployes were personally canvassed by a 
3ond committee consisting of 40 of their 
fellow employes. 

Assisting Mr. Meehan as co-chairmen 
were Caryl A. Yeager, Henry F. Clark, 


costs. 





Ir., Rudolph Kobe, John B. Stewart and 
Lee W. Taylor. 











Page 26 











July 29, 1955 

















Frederick Richardson 
Dies in England at 78 


LONG WITH GENERAL ACCIDENT 
Made Great Contribution to Insurance 
Education While in U. S. as Com- 
pany’s Managing Director; Career 


Frederick Richardson, 78, one of the 


ereat casualty insurance executives in 
the business who for many years was 
United States manager of the General 


1 


Accident of Perth, Scotland, coming here 





RICHARDSON 


FREDERICK 


1916, died July 22 at his 
England. He had 


in January, 
home in Sherborne, 
retired some years ago as deputy chair- 
man at the head office in the General 
Accident, a highly respected figure. 

Mr. Richardson will be 
here for his avid interest in insurance 


remembered 


education. He served as president of the 
Insurance Institute of America for four 
terms and was instrumental in the re- 
organization of that association. In great 
demand as a speaker at gatherings in 
the industry, he also contributed many 
informative articles to various insurance 
journals. His wide acquaintance in the 
field was a real tribute to Mr. Richard- 
son, who in the opinion of many, was 
one of the mos: popular Britishers who 
has ever been associated with the insur- 
ance business in the United States. 

Started as Office Boy in Liverpool 

Born in Newcastle-on-Tyne. England, 
on December 29, 1876, Mr. Richardson 
was educated in Nottingham and Liver- 
He began his long career with the 
General Accident, a lad of 16, as an 
office boy in its Liverpool office. From 
that time to his retirement he served 
the General Accident almost continu- 
ously. 

In 1898 he became chief clerk of the 
London office from which post he went 
to Australia for a time. He returned to 
the General in London as its assistant 
manager, and then was appointed United 
States manager. Under his leadership 
the General Accident grew in stature in 
the succeeding years. In recognition of 
his services Mr. Richardson was made 
United States attorney and managing 
director in 1935. He served in that ca- 
pacity until April 30, 1938, when he re- 


poe I. 


turned to England and continued to act 


American Home of N.Y. Joins 
Agency Managers’ Pool 


The American Home Assurance Co. 
has appointed Agency Managers Ltd., 
New York, as its casualty reinsurance 
underwriters and managers, it was an- 
nounced by Richard H. Jones, vice presi- 
dent and manager of the New York 
office of Agency Managers Ltd. 

The two other companies in Agency 
Managers’ pool are the Northern As- 
surance and Citizens Casualty of New 
York. The total policyholders’ surplus 
of the three companies, according to 
their 1954 financial statements, is in ex- 
cess of $27,000,000. 

This group, established several years 
ago, provides casualty reinsurance serv- 
ice and facilities comparable to those 
given by the London market, with the 
advantage of providing admitted cover- 
age in the United States. 

3en D. Cooke, managing director in 
the Agency Managers Ltd., will arrive in 
the United States from London on 
August 4 and will remain in this coun- 
try for about a week. 





as deputy chairman of the board and 
later as chairman of the board. In the 
latter capacity Mr. Richardson — suc- 
ceeded Sir Francis Norie-Miller upon 
his retirement in mid-1944. 

In recognition of his valued services 
the Insurance Institute of America 
elected Mr. Richardson an_ honorary 
member. He was also a Fellow of the 
Casualty Actuarial Society. 


Aetna C. & S. Wins Case 
Against Gen’l] Casualty 


AUTO POLICY INTERPRETATION 
N. Y. Supreme Court Holds Auto. Lia. 
Policy Covers Personal Injury Claim 
of Owner in Negligence Suit 


The Appellate Division of the New 
York Supreme Court, First Department, 
in a decision handed down recently, has 
held that a policy of automobile liability 
insurance issued to a car owner covers 
a personal injury claim by the owner 
of the car against a person whose negli- 
gence caused the injuries while he was 
operating the car with the owner’s per- 
mission (the Aetna Casualty & Surety 
Co. v. General Casualty Co. of America). 

This is the first case in which the 
question has been determined in New 
York. William S. O’Connor was the 
attorney for the plaintiff and John G. 
Reilly of Reilly & Reilly represented 
the defendant. Watters & Donovan of 
New York appeared as counsel for the 
National Bureau of Casualty Underwrit- 
ers and for William A. Jordan, attorney 
for Mutual Insurance Rating Bureau, 
imici curiae, in support of this interpre- 
tation of the policy. 

The Court held that by its definition 
of the word “insured” in the policy, the 
insurer made the benefits of the policy 
available to an authorized driver with 
the same force and effect as if he had 
been the named insured, and since the 
driver was legally obligated to pay the 
named insured’s claim tor damages, the 
insurer was therefore under a duty to 
discharge such claim. 

The Court pointed out that in the 
fourth revision of the standard automo- 
bile policy in 1947 the draftsmen de- 
leted an exvress exception theretofore 
in the “definition of insured” clause, 
which had provided that no coverage 
existed with respect to injuries to the 
named insured. 
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Strike Insurance in 
N. Y: May Be Advisable 


SEN. CONDON POSES QUESTION 


Reports as Joint Legislative Committee 
Chairman; Sees Ins. in State 
Effectively Regulated 


Senator William F. Condon, chairman 
of the New York joint legislative com- 
mittee on insurance rates and regulation 
has issued a report on the work of that 
committee during the past year. It con- 
tains valuable background information 
on the developments leading up to and 
following the Supreme Court’s decision 
in the SEUA case; also the committee’s 
thinking on the Sherman Act, FTC Act 
Clayton and Robinson-Patman Acts, — 

It was the considered conclusion of 
the committee that New York State in 
its acceptance by legislative action of 
Public Law 15, is now and has been 
effectively regulating the business of in- 
surance “at least to the extent that it is 
not necessary that the business be regu- 
lated by the Federal Government.” How- 
ever, this does not preclude, said the re- 
port, that the need for further legisla- 
tive actions is not necessary. It was 
brought out: 

“Conditions are constantly changing in 
the insurance field. It is extremely fluid 
Activities on the part of insurers, at 
present unthought of, give rise to condi- 
tions which will necessitate the enact- 
ment of new laws or modification of 
present laws. The question of the juris- 
diction of Federal agencies, in spite of 
State regulation, is one that can prob- 
ably not be completely answered with 
finality, until the committee has com- 
pleted its investigation. The recent ac- 
tivities of the Federal Trade Commission 
regarding certain accident and_ health 
companies present a case in point. 

Multiple Line Legislation 


“Aside from the direct question of State 
versus Federal regulation, there are re- 
lated matters which have resulted in 
legislative action upon the recommenda- 
tion of this committee, and which war- 
rant further study after a reasonable 
period of time has elapsed. For example, 
what has been the result and the effect 
of the multiple line legislation? Have 
the companies to a substantial degree 
availed themselves of these provisions 
and have the operations thereunder re- 
sulted in any injustices or inequalities? 

“May there not be changes in eco- 
nomic conditions which will require 
either liberalization or restriction of in- 
vestment provisions as they now exist, 
and even through Sections 213 and 213-a 
appear now to contain workable and 
practicable expense limitation provisions, 
will the future present the necessity for 
further amendments to these sections as 
the life insurance business grows and 
develops? Many of the subjects in re- 
spect to which this committee recom- 
mended no legislation, require further 
study and legislative action. 

“The foregoing subjects have been 
mentioned mainly to call attention to 
the absolute necessity for constant alert- 
ness on the part of the legislature in the 
broad and important field of insurance, 
which in its many facets directly affects 
virtually every inhabitant of the State 


of New York. 
Should Strike Insurance Be Authorized? 


“Several newspaper strikes during the 
past few years, and the recent. strike 
which took place in one of New 
York City newspapers raises the ques- 
tion of whether strike insurance should 
be authorized by this state and_ thus 
come within the regulation of the New 
York State Insurance Department. Some 
of the questions which immediately be- 
come apparent are as follows: 

“1, Do any publishers provide such 
strike insurance, either for themselves oF 
for their employes ? 

“2. Do any of the employe organiza- 
tions make provisions for strike insut- 
ance? 

“3. What effect does such strike in- 

(Continued on Page 31) 
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Seven Win Promotions 
In Travelers’ H. O. 


5s. E. SMITH V. P. AND ACTUARY 





Frazier Named Comptroller of Travelers 
Cos.; Waterman, Clinton, Siegel, Mer- 
cer and Wahlberg Also Advanced 





John P. Frazier, Jr., has been named 
comptroller of the four Travelers Insur- 
ance Companies and Seymour E. Smith 
has been appointed vice president and 
actuary of the Travelers, it was an- 
nounced July 25 by President J. Doyle 





SEYMOUR E. 


SMITH 


DeWitt following meetings of the boards 
of directors. 

At the same time, three secretaries 
and two assistant secretaries of the life 
underwriting department were named. 
Those promoted to secretary are Harold 
A. Waterman, Frederick A. Clinton and 
Thomas F. Siegel. The assistant secre- 
taries are Robert A. Mercer and Clar- 
ence G. Wahlberg. 

Mr. Frazier succeeds H. Randall Pease, 
and Mr. Smith succeeds Thomas F. Tar- 
bell, both of whom retired June 30. 

Mr. Frazier, who will have as his first 
assistant Gordon G, Fogg, who was ap- 
pointed assistant comptroller in Decem- 
ber, 1947, is a native of Philadelphia. He 
joined The Travelers in May, 1936, fol- 
lowing his graduation from the Wharton 
School of the University of Pennsyl- 
vania. 

He was first employed in the com- 
panies’ general accounting division; was 
transferred to the Hartford branch in 
June, 1944, and returned to the home 
office in 1946. He was made assistant 
chief accountant in January of 1947; and 
was promoted to assistant comptroller in 
December of that year. 


Smith Joined Co. in 1934 


Mr. Smith, native New Yorker and a 
graduate of Trinity College, Hartford, 
joined the supply department in Sep- 
tember, 1934. He was transferred to the 
casualty actuarial department in 1937 
where he served until 1943 when he was 
granted a military leave of absence. He 
served in the Navy for more than two 
years in World War II and attained the 
tank of lieutenant (j.g.). hen he re- 
turned from service he joined the com- 
pensation and liability department and 
Was appointed assistant secretary of 
that department in January, 1948. In 
1950 he was made secretary. He was 
then transferred to the casualty and 
fire actuarial departments of the Trav- 
elers and was named associate actuary 
in November, 1953. 

Mr. Smith is a Fellow and president of 
the Casualty Actuarial Society. 

Mr. Waterman, a native of Hartford, 
received his education in the schools of 
the city and entered the employ of the 

travelers as a mail clerk in October, 
1916. He was appointed an underwriter 


in the life department in 1919, a chief 
underwriter in 1926, and assistant secre- 
tary in January, 1945. 

Clinton Decorated for Gallantry in War 

Mr. Clinton, born in Michigan, left 
Michigan State University at the end of 
his sophomore year to enlist in the 
Army. He served 19 months overseas in 
World War I as a member of the Medi- 
cal Corps and was awarded the Silver 
Star Medal with two Oak Leaf clusters 
for orm | in action. He joined the 
Travelers in June, 1919; was made an 
auaerwrtter in the life denartment in 
1920; chief underwriter in 1928, and as- 
sistant secretary in January of 1945. 

Mr. Siegel, a former resident of Mid- 
dletown, Conn. and a graduate of Mid- 
dletown High School, joined the Trav- 
elers in August, 1919. e was named 
assistant underwriter in 1924, under- 
writer in 1926, chief underwriter in 1935, 
and assistant secretary in January of 
1952. 

Mr. Mercer joined the Travelers in 
June, 1919 in the life department and 
two years later was appointed an under- 
writer. In January, 1952, he became 
senior chief underwriter. A native of 
Hartford, he was graduated from Hart- 
ford High School. 

Mr. Wahlberg, became associated with 
the Travelers in January, 1919, and in 
October of that same year was appointed 
an underwriter. In January, 1945 he was 
named chief underwriter. He is also a 
native of Hartford. 

A veteran of over a year’s service with 
the U. S. Navy in World War I, Mr. 
Wahlberg is at present an assistant to 
Commanding Major General Frederick 
G. Reincke in the Connecticut State 
Guard. He is also a major in the Gov- 
ernor’s Foot Guard in Hartford. 





Okla. State Funds Can’t Be 


Used for Group Ins. Premiums 


Governor Gary of Oklahoma decided 
on July 20 following a meeting with de- 
partment heads and elective officials that 
no state funds would be used to pay 
premiums of Group insurance policies 
for state employes. Earlier this year the 
legislature had authorized Group H. & A. 
policies for all public employes, but did 
not specify how the premiums would be 
paid. However, under terms of the law 
department heads could have paid for 
the insurance out of state appropriations, 
if funds were available. 

It was voted at the meeting to con- 
tinue the present practice of letting state 
employes decide what policies they want 
and to deduct premiums from their sal- 
aries. If state money were used, Gov- 
ernor Gary said, it would have to come 
from salary funds. This would force dis- 
charge of a number of employes. He 
noted that under the law it would have 
been possible for the state to spend over 
$2,000,000 annually for the Group insur- 
ance. 





Professional Indemnity of Los 


Angeles Applies to Sell Stock 


Professional Indemnity Insurance Co., 
Los Angeles, has applied to the Califor- 
nia Department of Insurance for a 
permit to sell 2,000 shares of its $100 
par value stock at a price of $225 per 
share. 

The company is a newly chartered 
insurer with officers and directors all 
being Los Angeles osteopathic physi- 
cians. They include: president, Robert 
V. Walden, DO., vice president, Paul 
Te Donohue, DO.; vice president and sec- 
retary, Chester H. Lyon, DO., and treas- 
urer, John J. Rose, DO. 

The company plans to write the stand- 
ard liability policy at a premium 15% 
lower than other companies. It also 
plans to write O.L. & T. on office prem- 
ises with a 10/30 limit. 

The application says that the British 
Commercial Insurance Co. of London, 
England, has agreed to underwrite 40% 
of the excess coverage and that the re- 
maining 60% will be obtained elsewhere. 

A general management contract has 
been entered into with the Wilber-Pach- 
ter Co., Los Angeles brokers. 


W. G. Reed Goes on Boards 
Of Employers’ Group Cos. 


Warren G. Reed has been elected a 
trustee of Employers’ Group Associates, 
and a director of the Employers’ Fire 
and American Employers’, it was an- 
nounced by Edward A. Larner, president 
of Employers’ Group Associates and 
chief executive of the Employers’ Group 
Insurance Companies of Boston. 

Mr. Reed continues as general counsel 
of the United States branch of Employ- 
ers’ Liability and its affiliates, which post 
he has held since 1952. He remains sec- 
retary of Employers’ Group Associates, 
and of American Employers’ and Em- 
plovers’ Fire. 

Mr. Reed, who joined the Employers’ 
Group in 1948, is a graduate of Harvard 
college and the Harvard Law School. 
He is a member of the Massachusetts 
and Federal Bars. 





H. R. WATERS TO ST. LOUIS 





Named American-Associated Cos. Claims 

Manager There After Similar Post 

in N. Y. Branch Office 
_ Howard R. Waters has been trans- 
ferred as claims manager to American- 
Associated Companies’ St. Louis branch 
office. 

Mr. Waters, who has held a similar 
position in the companies’ New York 
branch office since 1952, will assume 
complete charge of the St. Louis claims 
department, succeeding John W. Milford, 
i has been designated claims attorney 

Educated at Fordham and New York 
University, Mr. Waters spent six years 
as a claims examiner with the American 
Mutual Liability before joining Ameri- 
can-Associated in 1931. He served a 
number of years in the New York area 
as a claims man, advancing to assistant 
claims manager there in 1947. He be- 
came claims manager at Newark in 1948 
and won promotion four years later to 
New York managership. 

Mr. Waters saw service in both World 


War I and in World War II. 





3 More States Approve Auto 
Plans of the State Farm 


State Farm Mutual’s new auto insur- 
ance rating plans became effective July 
25th in three more states—lIowa, Ne- 
braska and Ohio. 

Over 230,000 policyholders in these 
states are affected by the new rating 
plans, the company stated. Biggest sav- 
ings will go to pleasure cars with no 
male drivers under age 25 and, for com- 
prehensive and collision, to older models. 





Charlton Named by F. & D. 
Asst. Manager in St. Louis 


John G. Charlton has been named as- 
sistant manager in St. Louis of the Fi- 
delity & Deposit and American Bonding. 

Formerly assistant manager of the 
companies’ branch office in Washington, 
D. C., Mr. Charlton has been associated 
with the F. & D. and its running mate 
since 1942. Following an initial seven 
years’ experience in the home office fi- 
delity department, he was assigned to 
the bonding — irtment of Conkling, 
Price & Webb, F. & D. general agents 
in Chicago, me ob thd becoming its 
manager. He was appointed assistant 
manager in Washington in late 1951. 





DBL Plans in Effect in N. J. 


New Jersey’s Division of Employment 
Security reports that as of July 1, 1955, 
a total of 16,327 private DBL plans were 
in effect compared with 16,411 on April 
1. An estimated 910,693 workers were 
covered under approved private plans on 
July 1 compared with an estimated 522,- 
000 workers covered under the state 
plan. 

For the first half of 1955 a total of 
26,760 first claims were received and 
22,024 first claims were allowed. Dis- 
ability benefits paid up to July 1 totaled 


$4,799,338. 


E. M. Allen Greeted by Old 
Friends on N. Y. City Visit 


Edward M. Allen, retired executive 
vice president of Nation: ul Surety Corp., 
who has been enjoying life in Keswick, 
Va., for the past five years, stopped off 
in New York City early this week en- 





EDWARD M. 


ALLEN 


route with Mrs. Allen for vacation in 
Waldoboro, Me. While in town Mr. 
Allen called on old friends in National 
Surety’s home office, then visited The 
Eastern Underwriter office and _ head- 
quarters of National Association of In- 
surance Agents. 

The latter visit had more than usual 
interest for both Mr. Allen and NAIA 
inasmuch as he is the oldest living presi- 
dent of the National Association. He 


. held office from 1917 to 1919 when he 


was a prominent local agent at Helena, 
Ark. As luck would have it, both Presi- 
dent Joseph A. Neumann, Jamaica, L. L., 
and Vice President Kenneth Ross, 
Arkansas City, Kans., were in the office 
for a meeting and warmly greeted Mr. 
Allen. So did John Neville, retiring gen- 
eral counsel who starts August 1 with 
American Insurance Association, and 
George S. Hanson, newly appointed gen- 
eral counsel and acting secretary. 

This is Mr. Allen’s 41st year in the 
insurance business and he is a_ highly 
regarded figure in the business. He has 
just sold his interest in the agency with 
which he was a partner in Charloites- 
ville, Va., and, in his words, “I’m now 
free lancing.” He is looking forward to 
attendance at the annual joint conven- 
tion of casualty-surety company people 
and agents at White Sulphur Springs the 
first week of October. 





Aetna’s Canoe Safety Film 
Shown at Italy Festival 


honors were won by the canoe 
safety film “Paddle A Safe Canoe,” pro- 
duced by the Aetna Casualty & Surety 
when this 14-minute color movie was 
shown at the 11th International Sports 
Film Festival at Cortina d’Ampezzo in 
Italy. 

“Paddle A Safe Canoe,” which won 
the top award last spring as the best 
safety film of the year in the annual 
competition sponsored by the Film Coun- 
cil of America, was one of 87 films from 
10 nations shown at the Cortina Sports 
Film Festival. 


W. A. Sehlhorst’s New Post 

William A. Sehlhorst has joined New 
Amsterdam Casualty at the home office 
as assistant to the president, affiliated 
with the contract bond underwriting de- 
partment. He has had a long experience 
and excellent record in sound under- 
writing. 


New 





JOINS LARGE DALLAS AGENCY 

C. E. Wootton, who has been assistant 
manager of the bonding department in 
the Dallas office of Standard Accident, 
has been appointed manager of the 
bonding department of the Trezevant & 
Cochran General Agency, Dallas. 
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R. E. Brown Named V.P. 
And Agency Dept. Head 


OF THE AMERICAN SURETY CO. 
Has Had Over 30 Years of Insurance Ex- 
perience; Formerly Manager of Met. 
N. Y. and Brooklyn Branch Offices 





Randolph E. Brown, whose promotion 
to vice president of American Surety in 
charge of agencies and production was 
announced in The Eastern Underwriter 
last week, has had a well balanced career 





BROWN 


RANDOLPH E. 


of over 30 years in agency and produc- 
tion work. 

From 1924 to 1935 he was in the local 
agency field, operating with Brown & 
Stokes, Inc. in Sarasota, Fla. and also 
interested in real estate through R. E. 
Brown & Co., Inc. He became associated 
with American Surety’s home office in 
January, 1935, serving first as district 
supervisor in the agency and production 
department and later as superintendent 
of agencies. In this capacity he came 
in close contact with branch offices 
throughout the country. 

In 1946 Mr. Brown was 
manager of the metropolitan (N. Y.) 
branch of the New York Casualty, 
which company was — subsequently 
merged with the American Surety. In 
1948 he became manager of the Brook- 
lyn branch office of the Group. 

Prominent While at Princeton 

Born in New York City, Mr. Brown 
was graduated from Englewood (N. J.) 
High School and received his A.B. degree 
from Princeton in 1920. While there 
Mr. Brown was a member of the Terrace 
Club and Whig Hall and in his senior 
year took honors in economics. He was 
president of the University Press Club, 
intercollegiate 100-and 220 yard track 
champion, winner of the 100-vard dash 
against Oxford in London, and was elect- 
ed to Phi Beta Kappa, the national scho- 
lastic honorary fraternity. During World 
War I Mr. Brown enlisted in the Naval 
Reserve as quartermaster, 2nd‘ class, and 
received his commission as ensign be- 
fore terminating his service. 

Prior to locating in Florida in 1924 
Mr. Brown had been with the Guaranty 
Trust Co. in New York (his first busi- 
ness connection after college) and had 
spent nearly a year in Havana, Cuba, 
as treasurer of an automobile distribut- 
ing concern. 


appointed 
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Central Surety Moving to 
North British Offices 


In line with group consolidation plans, 
the New York office of Central Surety 
and Insurance Corporation under Man- 
ager J. A. Hughes will start moving to- 
day from 110 William Street to the 
North British Group home office at 150 
William Street. It will be located on 
the ninth floor on and after August 1. 





N. P. Browne Joins Allston- 
Musante as Account Exec. 


Norris Patrick Browne, insurance ad- 
vertising, public relations and sales pro- 
motion executive, will join Allston-Mu- 
sante Associates, Inc. of New York, 
advertising counsellors, on August 1. 
Mr. Browne as an account executive 
will service fire and casualty accounts 
and supervise the execution of plans and 
material designed for property insur- 
ance clients. 

Mr. Browne has had extensive and va- 
ried responsibilities in the field of com- 
pany insurance promotion. He was assis- 
tant advertising manager and superin- 
tendent of the publicity department in 
the Aetna Insurance Group, Hartford; 
assistant to the vice president in charge 
of public relations and advertising for 
the Insurance Company of Texas Group, 
Dallas, and sales promotion manager for 
accident and health lines of American 
Casualty of Reading, Pa. 

Active in the Insurance Advertising 
Conference for many years, Mr. Browne 
served on its executive committee for 
three terms and initiated ITAC’s annual 
Advertising Awards to Agents’ program. 

For ten years prior to the second 
World War, he held a wide variety of 
newspaper reportorial posts both within 
and outside the United States. 

Mr. Browne is married and a veteran 
of World War II. He received his edu- 
cation in the public schools of Xenia and 
Newark, Ohio, and at the Universities 
of Kentucky and Arizona. 


Mildred L. Jones Promoted 
By Guarantee Co. of N. A. 


Mildred L. Jones has been appointed 
an assistant secretary of The Guarantee 
Company of North America, Montreal, 
Canada. 

Miss Jones joined the company in 
1943 after some years’ association with 
the legal firm of Ross & Cerini, Mon- 
treal. Previous to her present appoint- 
ment she was employed in the home 
office underwriting and claims depart- 
ments. Her most recent position was as 
assistant to Vice President H. V. Gilbert. 


Minn. Real Estate Men 
Must Carry Surety Bonds 


Surety companies in Minnesota are 
now writing a new line of business- 
surety bonds for real estate dealers. 
The 1955 Minnesota legislature enacted 
a law requiring all real estate brokers, 
agents and salesmen to be licensed and 
carry a surety bond. Brokers are re- 
quired to take out a $2,000 surety bond 
and a $1,000 .bond for each salesman 
working for them. The salesmen also 
must carry a $1,000 bond. 

The law became effective July 1 but 
established brokers were “blanketed in.” 
However, they must buy surety bonds 
before the end of the year. 





Farm Bureau Cuts N. J. Auto 
Rates for Adults by 6 to 16% 


The Farm Bureau Mutual Automobile 
has made a 6 to 16% cut in passenger 
car liability rates for all New Jersey 
adult policyholders. Individual savings 
will range up to $23 a year, according to 
Harold Dodge, New Jersey regional man- 
ager. 

Maximum reductions will go to policy- 
holders in Newark, Jersey City and Bay- 
onne; and 11% cuts to those in Atlantic 
City, Perth Amboy, Camden, Elizabeth 
and the Paterson-Passaic area. The 0% 
reduction will apply to the rest of the 
State. 


HERMITAGE H. & L. EXPANDS 

Hermitage Health & Life of Nashville, 
which was chartered last August, has 
opened three branch offices and plans a 
fourth in the immediate future. A _ re- 
gional office has been opened in Chat- 
tanooga; branches in Jackson and John- 
son City. C. C. Bradley is president 
of the company. 








Emil Will Ep Happy fo Sw You 
AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Charge Accounts Are Welcome 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 


ec 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 















ENTERS PUERTO RICO 


American Casualty of Reading to Write 
Fire, Casualty, Personal Accident 
Lines; Hertell Named G. A. 

The American Casualty of Reading, 
Pa, is now authorized to transact busi- 
ness in the Commonwealth of Puerto 
Rico. Classes of business to be written 
are fire, personal accident, liability, guar- 
antee and fidelity, elevator, plate glass, 

burglary and theft. 

Hilger H. Hertell of San Juan, Puerto 
Rico, will handle the business in the 
capacity of general agent. He has been 
in the insurance business for the past 18 
years and has been a permanent resident 
of Puerto Rico for 16 years. His insur- 
ance career began in the United States 
and he was associated successively in the 
home offices of two of the largest mul- 
tiple line companies. 

In 1939 Mr. Hertell moved to Puerto 
Rico to join a leading general agency 
there. Active in all phases of the busi- 
iness, he served as vice president of the 
agency from 1948 to 1953. He also acted 
as marine surveyor to the Board of 
Underwriters of New York, as well as 
to several steamship companies in Puerto 
Rico. 

In 1953 Mr. Hertell joined the Insular 
Underwriters Corp. of Puerto Rico as 
manager and vice president. Under an 
amicable arrangement, he recently re- 
signed from this firm in order to set up 
his own general agency. 

A U. S. citizen, Mr. Hertell is a vet- 
eran of World War II, having served 
with the Military Police in the West 


Indies. 





Kemper Expands Services 


Of Dallas Branch Office 


The Dallas branch office of the Kem- 
per group of insurance companies has 
expanded its services, facilities and op- 
erations to cover Arkansas, Oklahoma 
and New Mexico in addition to Texas, 
according to Hathaway G. Kemper, pres- 
ident of Lumbermens Mutual, American 
Motorists and American Manufacturers 
Mutual. 

The Dallas office, which has been serv- 
icing casualty business for Texas agents 
only since it became a branch office May 
1, now will service fire and inland marine 
business as well as all agents of the 
companies in the four-state area. 

Mr. Kemper said the expansion was 
made “because of our faith in the 
tremendous potential of the Southwest 
and because of our desire to bring more 
facilities direct to our agents and policy- 
holders in this area.” 

The Dallas branch office is under the 
management of E. A. Hook, resident 
secretary of the Kemper companies. 





R. C. ERICKSON’S NEW POST 

Robert C. Erickson has been named 
by National of Hartford Group as cas- 
ualty and surety supervisor in Wiscon- 
sin. He will make his headquarters at 
the company’s Wisconsin service office 
in Milwaukee. A graduate of Univer- 
sity of Connecticut’s school of insur- 
ance, Mr. Erickson joined the group’s 
western department in August, 1954. He 
had previously had underwriting and 
production experience with other com- 
panies, 





London Assurance 
Acquires Guarantee 


LATTER A LOS ANGELES (Co, 





This Move Marks Rats of London 
Group Into Casualty and Multiple 
Line Business in United States 


The London Assurance announces that 
terms of its offer to the stockholders of 
the Guarantee Insurance Co. of Los An- 
geles, have been fully met by the de- 
posit of 100% of the capital stock at a 
purchase price of $1,810,000. It is the 
intention of the new owners that the 
Guarantee Insurance Co, shall continue 
its operations from its Los Angeles home 
office under the present management of 
J. R. Deering, president and founder, as 
a member of the London Assurance 
Group. 

The London Assurance, a worldwide 
organization was chartered in 1720 and 
entered the United States in 1872. Ac- 
quisition of the Guarantee marks the 
entry of the London Group into the 
casualty and multiple line business in 
the United States. 

While it will take some time to co- 
ordinate the activities it is expected even- 
tually countrywide multiple line under- 
writing facilities will be made available 
to the agents of all members of the 
group which now consists of the London 
Assurance, Manhattan Fire & Marine 
Insurance Co. and the Guarantee Insur- 
ance Co. 

One of the progressive California com- 
panies, the Guarantee had only 36 stock- 
holders. E. S. Pillsbury of Santa Bar- 
bara, one of the largest stockholders, has 
served as chairman of the board of di- 
rectors of Guarantee. 





KELTING DENVER OFFICE MGR. 


At Hartford A. & I. Branch There; 
Succeeds G. H. Beach Who 
Transferred to Dallas Office 

Appointment of Arthur M. Kelting as 
manager of the Denver office of the 
Hartford Accident & Indemnity Co. has 
been announced by Vice President Frank 
C. McVicar. Mr. Kelting, assistant man- 
ager of the company’s Baltimore, Md, 
office, succeeds George H. Beach, Denver 
manager since 1950, who has been placed 
in charge of the new Hartford Accident 
branch at Dallas, Tex. : 

A native of Connecticut, Mr. Kelting 
began his insurance career in the home 
office agency department at Hartford in 
1935. As an Army officer during World 
War II, he was stationed at Colorado 
Springs, and is well acquainted with the 
territory which will be under his supet- 
vision in his new post. The Denver 
office covers the states of Colorado, New 
Mexico and Wyoming. : 

Born in Bridgeport, Conn., Mr. Kelt- 
ing spent most of ‘this youth in Hartford 
where he was educated in the public 
schools. Shortly before World War Il, 
Mr. Kelting was called into Army serv- 
ice with the Connecticut National Guard 
and was on active duty for five years, 
including two years in the European 
Theater. Discharged as a_ lieutenant 
colonel, he retains that rank in the Army 
Reserve. : 

Following ‘his release from the service, 
Mr. Kelting rejoined the Hartford Acct 
dent as special agent at Roanoke, Va. 
In 1952 he was advanced to superin- 
tendent of the agency department at the 


Baltimore office and in August, 1954, he 
became assistant manager at Baltimore. 
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Larger Responsibilities 
For Caverly in F. & C. 


SPELLMAN IS APPOINTED V.P. 
Broadened Duties for Secretary Lusby; 
Dimond, Cohen and Daly Promoted 
to Secretaries in Claims Division 


The following executive changes in the 
Fidelity & Casualty Co. of New York 
were announced by President Frank A. 
Christensen following the July meeting 
of its board of directors: 

Vice President Raymond N. Caverly 
assunes enlarged responsibilities of gen- 
eral administration and as a consequence 





RAYMOND N. CAVERLY 


relinquishes immediate supervision of the 
Fidelity & Casualty claims division in 
favor of James D. Spellman, who was 
appointed vice president of the company. 
In addition to his other duties, Mr. 
Caverly will continue in a consultative 
capacity to the claims division. 

Herbert F. Dimond, Arthur D. Cohen 
and George A. Daly were named secre- 
taries of the F. & C. and will be associ- 
ated with Mr. Spellman. They have all 
been in the claims division for many 
years. 

Secretary R. Newell Lusby assumes 
enlarged countrywide duties in the 
claims division, associated: with Messrs. 
Spellman, Dimond, Cohen and Daly. 


Raymond N. Caverly 


One of the insurance industry’s le: id- 
ing claims authorities, Mr. Caverly, vice 
president of all companies comprising 
the America Fore Companies Group, is 
a native of Minneapolis, Minn. A grad- 
uate of Catholic University of America 
with a B.A. degree in 1910, he received 
his LL.B. degree from the University of 
Minnesota in 1913. 

Mr. Caverly began his insurance ca- 
reer with the Globe Indemnity in 1913 
as claims manager in the Minneapolis 
othce and subsequently was transferred 
to Chicago in the same capacity. In 
1920 he was called to the home office of 
the Globe as manager of the claims 
department, a post he occupied until 
1924 when he was appointed counsel for 
that company in New York City. 

In 1931 he joined the America Fore 
Insurance Group as vice president of the 
Fidelity & Casualty, responsible for the 
Supervision of its countrywide claims 
operation. In 1948 he was appointed vice 
president of all companies in the group. 
In this capacity he directed the group’s 
combined claims activities. 

A director of the American Eagle Fire, 
another Americz a Fore company, Mr. 
Caverly is also vice president of the In- 
surance Society of New York, a trustee 
of the Workmen’s Compensation Rein- 
surance Bure: vu, and a member of several 
committees of the Association of Casu- 
alty & Surety Companies 


He is a representative of the last 
named association on the Conference 
Committee on Adjusters of the American 
Bar Association. He is also a member 
of the insurance committee on calendar 
congestion of the New York City area, 
a member of the Lawyers Club of New 
York, a member of the American Bar 
Association, the New York State Bar 
Association, the Association of the Bar 
of the City of New York, and the Inter- 
national Association of Insurance Coun- 
sel. 


J. D. Spellman 


A native of Rutland, Vt., Mr. Spell- 
man was assistant judge of Municipal 
Court in Rutland in 1913 and 1914. He 





Fabian Bachrach 
D. SPELLMAN 


JAMES 


later lectured at law schools of eastern 
colleges on legal research. 

He entered the insurance business in 
1923 with the Fidelity & Casualty as an 
investigator in the New York City claims 
department. The same year he trans- 
ferred to Detroit as claims manager of 
the Detroit claims office and later was 
placed in charge of all Michigan claims 
departments. 

In 1929 Mr. Spellman was designated 
claims attorney handling all legal work 
in Michigan and also continued as claims 
manager. He returned to the home office 
in New York in 1932 as supervising at- 
torney to handle the reorganization of 
the claims department throughout the 
country. Within two years he was 
placed in charge of operations, accounts 
and personnel of both the home office 
and all branch claims departments. He 
has continued in that capacity until the 
present. 

Mr. Spellman is a member of the New 
State Bar Association, the Nassau Bar 
Association, the Insurance Society of 
New York, the Casualty & Surety Club 
of New York, the Cherry Valley Coun- 
try Club and the Rockville Centre Coun- 
try Club. 

Herbert F. Dimond 


A native of Palatine Bridge, N. Y., Mr. 
Dimond received his LL.B. degree from 
Fordham Law School and his LL.M. de- 
gree from Brooklyn Law School. He 
began his business career as a law sec- 
retary and then became affiliated with 
the New York State Industrial Board in 
1916. 

He entered the insurance field in 1921 
with the Globe Indemnity and worked 
for that company for ten years. In 1931 
he joined the Fidelity & ‘Casualty. His 
ant recent position was as supervising 
attorney of the New York City law and 
claims department. 

During World War I, Mr. Dimond 
served as a second lieutenant in the field 
artillery. 

He is a member of the American Bar 
Association, New York State Bar Asso- 
ciation, Association of the Bar of the 


(Continued on Page 30) 





























































Tap the multi-billion dollar 


CONSTRUCTION 
MARKET 


with these new, 


specialized facilities 





Now, through one specialized department, Continental offers 
you a new kind of sales and underwriting cooperation in 
developing business from the multi-billion dollar construction z 
industry. 


Fire, E.C., Surety, Auto, Comp., PL & PD, Contractor’s 
Equipment, Blanket Contractual, Blasting, Underground 
Damage ...all the coverages any contractor needs, wants or 
has any business to have... you and your client benefit by... 
* consideration of any risk on * faster quotes 
an overall basis rather than 


the single line offered * more effective service 


%* personal assistance in the 
field 


%* retrospective rating formulas 
offering uncommon flexibility 


* effective, available engineer- 


‘ , * plus other business building 
ing service 


advantages 


Now, today, find out how Continental’s Contractor’s Division 
can help you build a bigger volume, bigger profits in 
this important field. For complete details write Dept. 313. 


Ask for a copy of Continental's 36-page 
book, “Growth Through Leadership”, and 
open up a whole new range of sales 
possibilities in all lines. 


Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. + CHICAGO 4, 


ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 
































July 29, 1955 





Employers’ Group “Legion of Safety” 


Oscar Goes to Texas Pacific Employes 





Left to right: Harry Brants, Brants Insurance Agency, Employers’ producer in 
Fort Worth, who was instrumental in setting up the safety program for Texas 
Pacific Coal & Oil Co.; H. B. Fuqua, and A. M. Craig, Employers’ Group safety 


engineer in the Fort Worth area. 


Latest to receive recognition under the Employers’ Group Insurance Companies’ 
“Legion of Safety” program is H. B. Fuqua, chairman of the board and president 
of Texas Pacific Coal & Oil Co. of Fort Worth. Mr. Fuqua accepted the honor for 
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Rocky Mountain CPCU Sees 


“Mikado” at Central City 
The Rocky Mountain CPCU Chapter 


earlier this month made its annual pil- 
grimage to Central City, Colo., where the 
members were entertained at a reception 
at “Beckhause,” home of L. Allen Beck, 
one of the outstanding local agents of 
Colorado and prominent in activities of 
the National Association. 

The group then adjourned to the 
Teller House, opened first in 1872 and 
scene of many grand balls and dinner 
parties in by-gone years for dinner and 
following that witnessed a performance 
of the “Mikado” at the famed Central 
City Opera House which each year at- 
tracts stars from all branches of the 
entertainment field. The D’Oyly Carte 
Opera Company flew over from England, 
states Mr. Beck, to present a month of 
Gilbert & Sullivan at Central City. Fol- 
lowing the “Mikado,” the opera company 
from London presented ‘ ‘Yeoman of the 
Guard,” “Trial by Jury” and “H.M.S 
Pinafore,” and in this the final week 
“Tolante” is being heard. 


several employes of Texas Pacific who received the safety award in recognition Mr. Beck, who for years was associ- 


of long standing traffic records. Likewise, Mr. Fuqua also accepted a special “Oscar” 
for those of his employes who have driven a company vehicle for 20 years without 


an accident. 


ated with the Denver firm of Morrison 
& Morrison, at the beginning of 1955 
left that organization to open his own 
insurance production office in the Cali- 





CINCINNATI OFFICE MANAGER 


R. F. Lloyd Ainelanel! by Hartford A. & 
I.; to Supervise Southwestern 
Ohio, Ky. and Tenn. 

Robert F. Lloyd has been appointed 
manager of the Cincinnati office of the 
Hartford Accident & Indemnity Co., 
Vice President Frank C. McVicar has 
announced. Mr. Lloyd, who advances 
from the post of assistant manager in 
which he has served since June, 1950, 
succeeds Robert B. DeVore, whose elec- 
tion as a secretary of the company was 
recently announced. Mr. DeVore is as- 
suming executive responsibilities in the 
home office agency department at Hart- 

ford. 

In his new capacity, Mr. Lloyd will 
have supervision of company operations 
in southwestern Ohio, Kentucky and 
Tennessee. He has been associated with 
the Hartford Accident since completing 
his education at the Wharton School of 
Finance & Commerce of the University 
of Pennsylvania in 1939. A native of 
Wellsboro, 


the public schools there and Perkiomen 


Pennsylvania, he attended 


Preparatory School at Pennsburg, Pa. 
His first assignment with the Hartford 
Accident organization was as a special 
agent for the personal accident depart- 
ment at Indianapolis, Ind. Subsequently 
he served in that capacity at Detroit, St. 
Paul and Cincinnati. In 1940 he was 
made an all-lines special agent for 
ennessee where he remained until Feb- 
ruary, 1942, when he entered the U nited 
States Coast Guard. He saw service in 
the American, European and_ Pacific 


theaters of operation. 

Upon his return to civilian life Mr. 
Lloyd rejoined the Cincinnati office staff 
and served as special agent in south- 
western Ohio until he was promoted to 
superintendent of agencies in 1948, 


fornia Building in Denver. 
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Inland Marine 
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HOME OFFICE: 


60 John Street New York 








F. & C. Claim Promotions 


(Continued from Page 29) 


City of New York, New York County 
Lawyers Association, the International 
Association of Insurance Counsel, Guild 
of Catholic Lawyers, the board of goy- 
ernors of the Catholic Club and the 
Lawyers Club. 

Arthur D. Cohen 


Born in New York City, Mr. Cohen 
attended City College and was awarded 
his LL.B. degree from New York Uni- 
versity in 1914. His insurance career be- 
gan in 1905 as an office boy in the steno- 
graphic department of the Fidelity & 
Casualty. By successive steps he ad- 
vanced to investigator in the metropoli- 
tan claims department, home office 
claims examiner, assistant superintend- 
ent until 1939, when he was appointed 
supervising attorney. He has served in 
this capacity up to the present time. 

During World War I Mr. Cohen 
served as a private in the U. S. Army. 
He is a member of the New York 
State Bar Association, the Casualty & 


Surety Club of New York and the In- 
surance Society of New York. 


George A. Daly 
A native New Yorker, Mr. Daly at- 


tended Columbia University and received 
his LL.B. degree from Fordham Univer- 
sity in 1929 and his LL.M. degree from 
St. John’s University, Brooklyn, in 1931. 
He began his business career with the 
New Amsterdam Gaslight Co. (now Con- 
solidated Edison Co.) in 1918. He joined 
America Fore in 1920 as an investigator. 

In 1926 he became a fidelity examiner 
and two years later a surety examiner. 
In 1938 he was placed in charge of the 
surety claims department. He was ap- 
pointed supervising attorney in charge 
of the bonding and burglary department 
in 1949, 

During World War I, Mr. Daly was a 
seaman first class in the U. S. Navy. 


R. Newell Lusby 


A native of Washington, D. C., Mr. 
Lusby was graduated from George 
Washington University with an A.B. de- 
gree in 1935 and received his LL.B. de- 
gree in 1937. 

His business career started with Amer- 
ica Fore in 1938 in the Washington, 
D. C., claims department as assistant 
supervising attorney. In 1940 he was 
named claims manager in Harrisburg, 
Pa., and two ye ars later was appointed 
claims manager in Atlanta, Ga. 

Mr. Lusby came to the home office in 
New York in 1948 as assistant supervis- 
ing attorney for the eastern and south- 
ern departments of the F. & C. In 1953 
he was appointed an assistant secretary 
of all companies of the group and last 
year was named secretary. 

During World War II Mr. Lusby en- 
tered the Army as a second lieutenant 
and was separated from the service 1 
1946 as a colonel. He served for two 
years in the European Theater and saw 
action in Normandy and_ Northern 
France. He was decorated with _ the 
Legion of Merit and the Bronze Stat. 
He was also decorated by the goverl- 
ments of France and Luxemburg. 
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ICC Ruling Increases 
P.L. and P.D. Coverage 


NO CHANGE IN CARGO MINIMUM 





Overrules Decision of One of Its Ex- 
aminers That Present Prescribed 
Minimums Are Sufficient 





The Interstate Commerce Commis- 
sion has overruled a decision of one 
of its examiners to the effect that pres- 
ent prescribed minimum motor carrier 
insurance coverages are sufficient, and 
has decreed substantial increases in pub- 
lic liability and property damage cover- 
ages, while permitting the cargo cover- 
age minimum to remain unchanged at 
least temporarily. 

The property damage minimum of 
$5,000 was doubled to $10,000. The prop- 
erty carriers and freight forwarders are 
required to carry minimum of $25,- 
000/$100,000 in liability coverage, com- 
nared to the present requirements of 
$10.000/$20,000. 

The new coverages for passenger car- 
riers will be $25,000 for bodily injury 
or death of one person; for all persons 
in any one accident $100,C00 for buses 
with seating capacities up to seven pas- 
sengers; for a seating capacity of eight 
to 12 passengers, $150,000; for 13 to 
20 passengers, $200,000; for 21 to 30 
passengers, $250,000; and for buses with 
seating capacities of 31 or more, $300,- 
000. 

Insurance Exceeds Minimums 

‘he Commission said: “it is note- 
worthy that many of the 106 reporting 
passenger carriers now carry even more 
insurance than these minimums. More- 
over, we believe that buses, by the very 
nature of the fact that they are in the 
business of transporting persons, are 
much more likely than trucks or tractor- 
trailers to bg involved in accidents with 


a high potential for large total judg- 


ments.” 

The decision said that it was gratifying 
that so few judgments or claims have 
exceeded the insurance coverage, but 
that this fact did not make an increase 
in minimums unnecessary. The ICC was 
not worried that higher coverages would 
lead to larger awards in damage suits, 
since “we believe that this should weigh 
but little when the protection of the pub- 
lic is that matter at issue.” The ICC 
pointed out that large judgments are 
possible in some cases, and that in an 
accident where a number are killed and 
injured, the possible total awards can be 
enormous. 

Few carriers would be able to satisfy 





Sen. Condon’s Report 


(Continued from Page 26) 


surance have upon union contracts? 

“4. Who pays for the insurance, and 
what are the benefits provided: 

“5. Are any taxes paid to the state 
on any such insurance ? 

“6. Does such insurance and the pre- 
miums charged therefor amount to a 
sufficient sum of money, and does it 
affect a sufficient amount of persons 
within the state of New York, so that 
it is of public concern? 


Public Hearing May Be Necessary 


“The committee may find that as a 
result of preliminary investigations, it 
may be necessary to hold public hearings 
on this very vital subject. Newspapers 
are as important to our present day life 
as radio, television, telegraph, and other 
means of disseminating information. The 
newspaper industry serves a vital public 
need. Bringing matters to light so that 
they come under public scrutiny, many 
times means difference between protect- 
ing Constitutional rights of individuals 
and the public at large, or destroying 
those rights. 

“The problem appears to be one which 
will require diligent research on the 
Part of this committee, and the com- 
mittee if it is continued, will look into 
this subject very fully and thoroughly 
during the coming year and will report 
its findings to the legislature. 


judgments far exceeding the amount of 
insurance coverage without financial im- 
pairment, it was held. Although conced- 
ing that the increased insurance cost 
would “fall most heavily” on the smaller 
carriers, the Commission said the in- 
creased cost “would not approach the 
financial impact of a large judgment for 
damages, and it is also true that gen- 
erally these small carriers are the ones 
least able to satisfy such a judgment. 


Primary Obligation to Public 


“We cannot emphasize too strongly 
that we have a primary obligation to the 
public to make certain that motor car- 


riers whom we have authorized to oper- 
ate over the highways of the country 
in interstate or foreign commerce carry 
adequate insurance for the protection of 
the public.” 

The Commission said: “We _ believe 
it is our duty to require that all car- 
riers subject to our jurisdiction carry 
sufficient insurance to make them finan- 
cially responsible for any ‘damages caused 
by them. The carrier too will thereby 
acquire a measure of financial security 
it does not now have unless, as in the 
case of many carriers, it is already vol- 
untarily covered with liability insurance 
in excess of the requirements.” 

Only a small percentage of accidents 


have involved property damage in ex- 
cess of the present $5,000 required cover- 
age, but this percentage underscores the 
possibilities of large property damage, 
the decision said. “While there have 
been accidents involving property dam- 
age of more than $10,000, we believe that 
coverage in this amount will do much 
toward providing the public with the 
protection it should have,” the Commis- 
sion said. 

Evidence with respect to the adequacy 
of the $1,000/$2,000 minimum for cargo 
coverage “is in our opinion, insuffi- 
cient upon which to make a _ sensible 
finding as to the amount which should 
be prescribed,” it was held. 








“INot Jimmy 2” 


@ The piercing ring in the dead of night! Suddenly you’re 
afraid. ‘‘Who could be calling at this...’ Then the awful 
words hit you with a numbing shock and your whole 
body starts to tremble... ‘Not Jimmy!” 

What parent of a teenage driver hasn’t lived in dread 
fear of this moment? And with good reason, for one out 
of every four fatal auto accidents involves a youthful driver. 


WHO’s TO BLAME? The plain fact is we invest billions of 
dollars teaching our youngsters the 3 R’s, only to have 
many maimed or killed because they have not been taught 


WILL IT WoRK? It’s working right now in hundreds of 
high schools where a Driver Education Course is available. 
Studies prove that trained student drivers have only half 


as many accidents as untrained drivers! 


the proper attitudes so necessary for safe driving. 


WHAT’S THE ANSWER? Learning to drive safely is as much 
of a necessity today as reading and writing. What could be 
more ideal than teaching our youngsters safe driving right 
along with algebra, history and physics? 


Home Office + 


WHAT CAN YOU DO? Every insurance man can help encourage 
Driver Education in his local high school through school 
officials, school board, PTA, and local Safety Council. 
Premium advantages to trained young drivers already pro- 
vide incentive. We'll be happy to send vou a copy of the 
folder entitled —‘“‘ Teach Them To Drive .. . and Survive!” 


ALLSTATE 
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FTC Files Complaints 
Against Three More Cos: 


HEARINGS SET FOR SEPTEMBER 


Wetterlund of Washington Nat’l Issues 
Statement; Joint Committee on Health 
Ins. Explains FTC Procedure 
Charges of false and misleading adver- 
tising by Federal Trade Commission late 
last week against three more accident 
and health insurance companies were re- 
ceived with some dismay by the industry 
and the defendant companies—the Inter- 
Ocean Insurance Co. of Cincinnati, 
Washington National of Evanston, i. 

and Craftsman of Boston. 

As in the previous 28 cases the new 
complaints alleged misrepresentations of 
coverage and benefits, including false ad- 
vertising as to the duration of policies, 
the date benefits begin, the amounts pay- 
able for hospital room, board and surgi- 
cal care, and the number and types of 


accidents and illnesses covered. These 
charges have been denied. The Wash- 
ington National, in particular, said that 


the charges 
unfounded.” 
The companies have 20 days in which 
to answer the complaints which have 
been assigned to Loren H. Laughlin, 
FTC hearing examiner. Hearings are 
tentatively set to begin in September. 


against it are “completely 


Joint Committee Issues Statement 


The Joint Committee on Health Insur 
ance, composed of representatives of 
seven insurance associations whose mem 
berships include companies issuing A. 
H. insurance, issued a statement on Taly 
21 in which it was stated that the FTC 
complaints against the three latest com- 
panies “arise out of a continuing investi- 
gation begun nearly two years ago with 
the cooperation of the insurance busi- 
ness. ” It was further noted: 

“These complaints . . . are based on 
advertising used by the companies be- 
fore the investigation began, and before 
codes prescribing advertising standards 
and practices were voluntarily developed 


by the accident and health insurance 
business last year. 
“Like similar FTC complaints against 


the advertising of other accident and 
health insurance companies during the 
past year, the complaints made public 
today are a formal procedure of the 
Commission, and not a definite finding or 
ruling that the advertising formerly used 
by these companies was in conflict with 
provis sions of the Federal Trade Commis- 
sion Act.” 


Wetterlund Expresses Surprise 


R. J. Wetterlund, board chairman of 
Washington National, expressing  sur- 
prise over the FTC’s complaint action, 
said that his company has cooperated 
with FTC in every possible manner “by 
furnishing it with our scores of policy 
forms and advertising material-sent over 
a year ago. At that time, we asked the 
FTC to tell us if in its opinion it con- 
sidered any of our policy forms or ad- 
vertising material objectionable so that 
we could take steps to made corrections. 
Needless to say, no objections or sug- 
gestions were ever received from the 
FTC. 

“While we have not had opportunity 
to completely analyze the complaint, we 
understand that it refers specifically to 
the descriptive material pertaining to 
only a few of our many accident and 
health policy forms. 

“All of the policy forms of Washing 
ton National are approved by the Insur 
ance Departments of all the states in 
which the company operates and meet 
all of the requirements of the laws of 
those states and the requirements of the 


Prudential Liberalizes Its 
Group Major Medical Plans 


Rate reductions by the Prudential In- 
surance Co. of America up to 30% and 
other liberalizations in its Group major 
medical expense insurance plans which 
provide protection against high costs of 
serious, prolonged illness and injury, 
were announced July 26 by Vice Presi- 


dent Edmund B. Whittaker. 
A feature of one of the new plans 
is full coverage for eligible hospital 


charges up to a fixed amount for each 
hospital confinement. This would be 
done at no out-of-pocket (deductible) 
expense to the insured. Mr. Whittaker 
said that this plan may be especially 
attractive to groups which desire major 
medical coverage without the necessity 
for a separate basic hospital-surgical- 
medical plan. 

In addition, Prudential plans are also 
available which provide for a deductible 
over and above the benefits received un- 
der a group’s basic plan. 

Mr. Whittaker further said major 
medical coverage will be provided for 


groups of as few as 25 persons who 
work for one employer, including 
groups which have service-type hos- 


pitalization plans. 


F. W. Frensley’s New Post 

rank W. Frensley, Jr., agency vice 
president of the American Reserve Life 
of Omaha, has been named executive 
vice president of the United National 
Life of Dallas, according to a home office 
announcement. Mr. Frensley has been 
in the life insurance business for 15 
years, principally in agency work. 








Commissioners. Moreover the 
has been one of the leaders in 
ethical code of advertis- 
ing accident and health insurance 
adepted by the insurance industry and 
was one of the original subscribers to 
the code.” 

Mr. Wetterlund emphasized that, to 
his knowledge, “we have received no 
complaints from the public nor from any 
regulatory official concerning the mat- 


Insurance 
company 
promoting the 


ters complained of by the FTC. 

“Tt is hardly necessary to add that our 
company will take all necessary steps to 
defend itself against these charges which 
we believe to be completely unfounded.” 
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pi 8 the Prospect’s West , 


We applaud the fifth plank in the Code of Ethics of 
Association of A. & H. 


“To present policies factually and accurately, 
giving all information to my prospect which 
may be essential to his best interest.” 

Nothing means so much to “peace of mind” as the 
knowledge that A. & H. and Hospitalization insurance 
will pay in event of the unexpected accident or injury. 
That’s why we and National Casualty have always placed 
the emphasis on selling policies to fit the most exacting 
needs. A satisfied policyholder and his broker are our 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 
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Application Forms for Individual and 
Family Hospital Ins. Studied by Bureau 


The results of a study on individual 
and family hospital expense insurance 
application forms has just been released 
by the Bureau of Accident & Health 
Underwriters to member companies. In 
conducting this study 87 bureau com- 
panies writing individual and family 
hospitalization insurance were polled for 
comment on application forms in present 
use. 

The study, under the direction of the 
bureau’s hospital expense insurance sub- 
— chairmanned by Robert W. 

Carey, New York Life, was carried out 
in response to the request of companies 
for current information on many aspects 
of application forms in general use to- 
day. A primary interest was the effec- 
tiveness of application questions in se- 
curing satisfactory medical history 
information. 

In its report of the general satisfac- 
tion expressed by companies with their 
present forms. the bureau subcommittee 
stated that 71% of the companies snr- 
veyed appeared to have no problems with 
current forms. However, 29% did renly 
that difficulty was experienced in ob- 
taining from the applicant the required 
information. 

Some Difficulties Disclosed 

It was further disclosed that an analv- 
sis of the difficulties of companies with 
unsatisfactory application forms showed 
the principal fault to be the inadequacy 
of questions with regard to individual 


medical histories of family members. Dif- 





Nattinger, Gibson promoted 
By Combined of America 


The appointments of Leonard Nat- 
tinger as assistant secretary of the 
Combined Insurance Company of Amer- 
ica, and George Gibson, Jr. to the newlv 
created: position of field supervisor for 
the Disability Department, have heen 
announced by W. Clement Stone, presi- 
dent a this Chicago company. 

Mr. Nattinger was formerly manager 
of the Superior policy department of the 
company, and has been with the organi- 
zation for 17 years. 

Mr.Gibson was previously associated 
with the U. S. Rubber Co. as an indus- 
trial relations supervisor, in Illinois, and 
more recently as an executive supervisor 
of the eastern division for one of the 
largest A. & H. insurance companies. 

The new appointments were made at a 
recent meeting of the board of directors. 


Underwriters 


INC. 


NEW YORK 38, N. Y. 








Mason, 


ficulty also seemed to be encountered jp 
identifying each family member with his 
particul: ir medical history. Another jn- 
formational problem listed was female 
disorders. Lack of sufficient space on 
forms for complete answers to medical 
questions was similarly noted. 

In all, the difficulties settled into sey- 
eral well defined patterns. It was noted 
in the report that some companies 
planned to reword their application form 
questions or to change the format of the 
form. A number of companies pointed 
up the major difficulty of the phraseology 
of questions on application forms which 
certain State Insurance Departments in- 
terpret as “opinion questions.” 

The re-drafting of individual and fam- 
ily hospital expense insurance forms, 
announced by many companies, indicated 
the general trend to sounder underwrit- 
ing to eliminate the problem of pre- 
existing conditions and its consequent 
problems for the business ‘and the pub- 
lic. 

Members of the bureau subcommittee 
responsible for the survey comprised, 
besides Mr. Carey, Albert E. Haskell 
Aetna Life; H. Clay Dodson, American 
Health; Harry L. Graham, Bankers Life 
of Des Moines; F. T. Cleland, Connecti- 
cut General Life; E. V. Duane, Jr., Life 


Insurance Company of Virginia; Austin 
J. Lilly, Jr., Maryland Casualty; F. M., 
Hunter, Pilot Life; R. E. Ryan, Royal- 


Insurance Group, and C. P, 
Vermont Accident. 


Liverpool 





Royal-Liverpool Steps Up 
A. & H. Production in Phila. 


The Royal-Liverpool Insurance Group 
announces increased A. & H. production 
facilities at its Philadelphia office with 
the appointment of A. & H. Special 
Howard E. Wylie, Jr. 
Mr. Wylie will devote his full time to 
assisting Royal-Liverpool agents in the 
development of A. & H. business. A 
graduate of Temple University, he 
served with the U. S. Marine Corps in 
World War II. He began his insurance 
career with Penn Mutual Life and was 
with the Insurance Co. of North Amer- 
ica before joining Royal-Liverpool. 


Representative 





REGINATO NAMED GEN’L AGENT 


Washington National’s Selection for San 
Francisco Has Background of Agency 
Management 

John A. Reginato has been appointed 
by Washington National as_ general 
agent in San Francisco with offices in 
the Monadnock Building. 

Mr. Reginato, who has a_ thorough 
background of agency management ex- 
perience, started his career as an agent 
for the West Coast Life and was pro- 
moted to manager of its Richmond, Calif, 
office where he ee. a_ top-notch 


agency. From May, 1952, to July, 1955, 
he served as manager wr ‘its Oakland 
office. 


Before his World War II service in 
1943, Mr. Reginato attended the Univer- 
sity of California. He is married and 
the father of four children. 





L. D. HORGAN DEAD 

Laurence D. Horgan, 47, a member of 
the Accident & Health Managers Club 
of Los Angeles, and a representative of 
the Retail Credit Co., died July 18, at 
St. John’s Hospital, Santa Monica, after 
a brief illness. He was a native Cali- 
oteiae and a graduate of the University 
of San Francisco. He leaves his widow, 
Mrs. Katherine Horgan, his mother and 
a sister. Funeral rites and interment 
were held in San Francisco. 








July 


— 


Ele 


PAU] 


Other 
tar 


Lec 
Kinn 
who 1 
rentl; 
tiona’ 
write 





the | 
cil a 
ce go 
Mag 
eral 


year 
cons 
will 

D 
as a 
A. ¢ 
tion 
DIT 
Indi 
duct 
runs 
inst 








> on 
dical 














july 29, 1955 








Page 33 














Elect McKinnon as DITC 
Pres. at Chicago Meet 


PAULEY NAMED CONSULTANT 





Other Officers Are Magnuson as Secre- 
tary-Treas. and MacDonald as V.P.; 
Initial Financing Goal Assured 





Leonard A. McKinnon, head of Mc- 
Kinnon & Mooney Agency, Flint, Mich., 
who is immediate past president and cur- 
rently board chairman of the Interna- 
tional Association of A. & H. Under- 
writers, was elected July 16 president of 


LEONARD A. McKINNON 


the Disability Insurance Training Coun- 
cil at its organization meeting in Chi- 
cago. Other officers elected were E. H. 
Magnuson, assistant vice president, Fed- 
eral Life & Casualty, Battle Creek, 
Mich., secretary-treasurer; and Roy A. 
McDonald, director of company rela- 
tions, Health & Accident Underwriters 
Conference, vice president. 

At the same time it was announced 
that C. O. Pauley, retired managing di- 
rector of the conference, has accepted 
the post of consultant to DITC. 

Messrs. MacDonald and Magnuson 
were elected to the board of directors 
for three-year terms. For two-year 
terms the following were elected: How- 
ard Nevonen, Los Angeles, Washington 
National general agent, and Clifford Mc- 
Donald, International Fidelity, Dallas, 
current president of the International. 
Mr. McKinnon was elected for a one- 
year term. The board will eventually 
consist of nine members, three of whom 
will come up for election each year. 

DITC was established earlier this year 

as a separate corporation for conducting 
A. & H. training courses at an institu- 
tional level throughout the country. 
DITC courses, the first of which ran in 
Indianapolis late this spring, will be con- 
ducted on a 12-week basis: Each class 
runs for two hours at a time under paid 
instructors. Text material and instruct- 
ors’ manuals will be supplied by DITC 
headquarters and final examinations will 
be graded and certificates issued by In- 
ternational’s headquarters. 
_John Galloway of Birmingham, Ala., 
interim director of DITC, reported to 
the meeting that indications are there 
will be 30 classes operating throughout 
the country by the end of September. 
Flint, Dallas, Fort Worth, Houston and 
Indianapolis are already organizing 
courses for fall opening, according to 
Mr. Galloway, who is general agent of 
Provident Life & Accident in Birming- 
ham. 

E. H. Magnuson, secretary-treasurer, 
reported that individual contributions to 
the DITC plus the sale of advanced tui- 
tion certificates to companies and gen- 
tral agents had put the organization 
well on the road toward its initial fi- 
Nancing goal of $25,000. 





Mass. Bill Will Give State 
Employes Life and A.&H. Ins. 


The Massachusetts State Senate re- 
cently passed a bill to have the state pay 
for $2,000,000 a year of medical, health 
and life insurance for state employes. 
Minor amendments were approved and 
will require agreement by the House of 
Representatives. 

The bill will give $2,000 of life insur- 
ance protection and health and medical 
protection equal to the Blue Cross and 
Blue Shield benefits, all on a contribu- 
tory basis. The plan will cost the single 
employe about $35 a year and the mar- 
ried employe with a family about $72. 
It was pointed out that the plan will 
go into effect next January and will cost 
about $1,000,000 for the first half of the 
fiscal year ending June 30, 1956. 





Auto Liab. Security Laws 

The automobile liability security laws 
of Idaho, Minnesota and New York and 
of the D. of C. have been published in 
pamphlet form, the Association of Casu- 
alty & Surety Companies has announced. 
Another pamphlet supplementing infor- 
mation previously released about the au- 
tomobile liability security laws of Ten- 
nessee has also been published. 

The new pamphlets are published as 
part of the association’s supplement 
service, which keeps its loose-leaf book. 
“Automobile Liability Security Laws of 
the United States and Canada,” up to 
date. 


Zurich Names W. Ackerman 
Regional Group Mgr. in N. Y. 


Walter F. Ackerman has been ap- 


pointed regional group manager in the 
New York office of the Zurich-American 
Companies. His new duties will involve 
supervising all Group insurance sales and 
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service activities in the New York terri- 


tory. 

Mr. Ackerman joined the Zurich in 
1948 as a Group insurance sales repre- 
sentative after serving on the executive 
staff of the Illinois Chamber of Com 
merce. In 1951 he was made district 
Group manager of the Zurich’s Atlanta 
office. 

A graduate of Knox College, Mr. Ac- 
kerman became a commanding officer of 
a submarine chaser during his three 
years in the Navy in World War II. 

Glenn F. Watkins will succeed Mr. 
Ackerman as district Group manager in 
Atlanta. He joined the Zurich for Grou» 
sales in 1950, and since then has been 
Group representative in Cleveland, Pitts- 
burgh and Atlanta. 


Murphy New President of 
Maryland Chapter, NIBA 

T. V. Murphy, insurance manager for 
the Maryland Shipbuilding & Drydock 
Co., was recently reelected president of 
the Maryland chapter, NIBA. 

Directors elected were: Miss 
Bower, Davison Chem‘cal Co.: 
B. Childs, Crown Cork & Seal C 
Robert Colbert, National Brewing Ci 
T. V. Murphy; and Robert B. Wiltshire, 
Glenn L. Martin ‘Co. 

The directors elected Mr. Wiltshire as 
vice president and Mr. Colbert as 
secretary-treasurer to serve with Presi 
dent Murphy. 

_ On July 23 the officers met to plan 
for the fall and winter meetings of the 
Maryland chapter. 
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Matson Seattle Manager 





Sverre Stuctw 


CARR, JR. 


GEORGE H. 


San Francisco—Appointment of George 
H. Carr, Jr. as regional manager in Seat- 
tle for Matson Assurance Co. is an- 
nounced by William E. Racine, company 
vice president. 

The opening of a Northwest office is 
the second step in an expansion program 
revealed earlier this month when the 
company, a $4,000,000 subsidiary of Mat- 
son Navigation Co. opened offices in Los 
Angeles for coverage of Southern Cali- 
fornia and Arizona. 

Mr. Carr, who has had broad experi- 
ence in the field of Group insurance, 
particularly of company welfare plans, 
has been Group manager in the North- 
west for the Continental Casualty Co. 
Prior, he was general manager of 
Pension Trust and Employe Welfare 
Consultants with headquarters in Oak- 
land. In 1949 he was with California 
Western States Life in San Francisco 
and later was vice president of the 
Security Insurance Service in charge 
of welfare plans. 

The Seattle headquarters of Matson 
Assurance will be at 814 Second Avenue, 
office of Alexander & Baldwin, Ltd., 
agents for Matson in the Northwest. 
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Workmen’s Compensation and Auto Liability Results 


The following two tables on workmen’s 
automobile liability 
experience, countrywide, for stock, mu- 
tual, state fund, Lloyds and reciprocals, 


compensation and 


and reinsurance carriers, have been com- 
piled by the New York Insurance De- 
partment from data reported in the In- 
surance Expense Exhibits filed as of the 
year-end. Totals for the years 1950 to 
1954 inclusive are shown for each type 
of carrier. 

Incurred losses are based upon the 
case estimate reserves and exclude allo- 
cated claim expense. Expense ratios in- 
clude both allocated and _ unallocated 
claim expense. Countrywide production 
figures are on the net basis after reinsur- 


ance. New York State figures are on a 
direct basis excluding reinsurance. 

All ratios are based on earned pre- 
miums, except those for “Commission 
and Brokerage” and “Taxes and Fees” 
which are based on written premiums. 
Expenses do not include Federal income 
tax. Net underwriting gain shows results 
before Federal income tax. 

For 1954 the leading ten writers of 
workmen’s compensation (net premiums 
earned countrywide) were Liberty Mu- 
tual—$106,477,931; Travelers Companies 
—$83,532,687; Employers Mutual Liabil- 
ity—$56,775,133; Hartford Accident & In- 
demnity—$40,314,111; American Mutual 
Liability—$41,414,603; Aetna Casualty & 
Surety—$38,900,630; United States F. & 


G. — $31,869,654; Lumbermens Mutual 
Casualty—$25,950,425; Fidelity & Casu- 
alty—$25,396,286, and Royal-Liverpool 
Insurance Group—$23,426,393. 

Allstate was the largest single carrier 
writer of auto liability with net earned 
premiums in 1954 of $91,194,023. Then 
came Travelers Companies—$92,130,798 ; 
State Farm Mutual—$78,051,855; Hart- 
ford Accident & Indemnity—$55,051,744; 
Farm Bureau Mutual—$47,381,465; Aetna 
Casualty & Surety—$44,381,742; Fidelity 
& Casualty—$40,701,097; United States 
F. & G—$39,595,715; Liberty Mutual— 
$37,369,589, and Royal-Liverpool Group 
$35,671,800. 

The New York Department’s aggre- 
gates follow: 





WORKMEN’S COMPENSATION EXPERIENCE — 1954 


LOSS AND EXPENSE RATIOS 


UNDERWRITING RATIOS 


(Countrywide) 


ANALYSIS OF EXPENSES 
(Countrywide) 


{ “E”—based on earned premiums 
| “W” — based on written premiums 


New YorkK STATE 
EXPERIENCE 





Net Net Loss Commis- Other Taxes Incurred 
Premiums Premiums Losses Net adjust- sionand  acquisi- and Direct loss 
written earned inevrred Expenses gain ment brokerage tion General fees premiums ratio 
(Countrywide) (Countrywide) “E” (adjusted) (adjusted) ad “wy is Fa we “Ww” earned a 
STOCK COMPANY AGGREGATES 
1950 $340,199,704 $337 566,839 61.4 39.0 —.4 99 12.5 3.8 9.1 a7, $75,538,256 72.8 
1951 391,727,906 384,044,783 67.0 37.0 ~-4.0 9.5 11.7 3.6 8.5 a7 85,176,605 70.1 
1952 443,176,023 433,523,845 64.4 39.2 4 8.5 11.4 35 8.1 Si 98,293,986 59.5 
1953 510,213,368 490,371,599 59.7 34.3 6.0 8.8 10.9 SZ 7.9 3.5 108,516,225 49.1 
1954 515,222,029 503,609,981 55.4 34.7 9.9 8.7 11.1 az 8.3 3.4 104,322,558 42.2 
MUTUAL COMPANY AGGREGATES 
1950 231,140,691 230,294,372 62.1 24.3 13.6 7.9 1.7 5 6.4 3.2 67,513,219 73.0 
195] 283,478,904 278,177,462 62.4 24.2 13.4 7.9 2.0 4.6 6.4 3.3 80,236,261 67.8 
1952 316,324,181 308,534,030 62.3 23.3 14.4 7.0 1.9 45 6.0 3:3 91,357,712 62.3 
1953 351,100,502 340,834,079 59.9 23.3 16.8 7.9 1.8 4.4 5.9 3.3 99,356,289 51.4 
1954 334,339,210 330,384, 180 55.0 23.8 20.6 75 1.8 4.8 6.7 3.0 95,816,844 44.3 
STATE INSURANCE FUND AGGREGATES 
1950 44,045,983 44,556,024 851 218 —69 8.0 ¥ 9 6.9 6.0 55,216,032 68.7 
1951 54,706,156 51,879,800 87.1 18.6 —5.7 6.3 8 6.3 52 62,730,204 72.0 
1952 64,063,108 60,877,587 80.7 20.3 —1.0 17, 8 6.0 5.8 70,107,410 70.0 
1953 75,869,082 69,615,194 71.9 19.8 8.3 7.3 of 555 6.3 78,864,419 63.5 
1954 67,314,543 69,834,806 64.2 19.8 16.0 6.8 te a. 6.2 6.1 2,743,069 54.2 
REINSURANCE COMPANY AGGREGATES 
1950 5,990,749 5,917,699 88.4 36.1 —24.5 5.8 24.9 2.0 2:6 8 38,575 396.7 
1951 7,095,527 7,000,431 109.7 31.0 —40.7 8.5 18.1 1.5 22 a 74,226 392.9 
1952 6,061,545 6,629,863 103.8 30.4 —34.2 a5 18.1 1.7 ae 9 54,404 351.6 
1953 6,584,518 6,037,704 104.3 32.8 mF fe | 8.0 20.4 17 1.9 8 6,559 see 
1954 7,236,213 6,829,058 =) BY 33.6 14.7 0.7 20.0 2.6 3.0 cos We ieee 
AUTOMOBILE LIABILITY EXPERIENCE — 1954 
LOSS AND EXPENSE RATIOS J ,.£,,— based on earned premiums 
| “W” — based on written premiums 
UNDERWRITING RATIOS ANALYSIS OF EXPENSES New YorK STATE 
- : (Countrywide) (Countrywide) EXPERIENCE 
Net Net Loss Commis- Other Taxes Incurred 
Premiums Premiums Losses Net adjust- sionand  acquisi- ana Direct loss 
_ Written earned incurred Expenses gain ment brokerage tion General fees premiums ratio 
(Countrywide) (Countrywide) “E” ~~ (adjusted) (adjusted) sac ag wy" 2 tad “_” “wv earned a 
; , STOCK COMPANY AGGREGATES 
1950 $550,339,711 $529, 164,266 3.4 46.4 Zz 12.1 19.4 6.0 5.6 RT $115,767,847 60.5 
1951 631,883,487 589,659,887 60.9 45.2 —6.1 11.1 19.4 6.0 5.6 ray | 135,159,914 63.0 
1952 709,009,831 713,865,582 59.8 43.8 —3.6 10.8 19.1 5.6 Je 3.0 155,332,441 62.4 
1953 876,082,606 837,017,710 54.5 43.0 25 10.5 18.2 6.2 Sl 3.0 182,007,932 58.5 
1954 909,109,431 889,381,275 54.0 42.7 3.3 10.4 18.1 6.0 a2 3.0 200,526,472 56.7 
MUTUAL COMPANY AGGREGATES 
1950 134,070,224 129,405,944 53.0 36.7 10.3 12.3 a 9.1 on 2.9 39,393,153 54.5 
1951 211,099,595 198,030,170 56.2 36.3 7.5 v2 7.1 9.1 5.3 2.6 46,499,376 52.9 
1952 200,604,041 241,925,392 57.3 40.4 oR} 153 9.1 8.7 4.7 2.6 53,835,395 58.8 
1953 308,843,694 292,769,209 56.9 o74 5.4 13.8 8.6 8.3 4.4 2.6 66,581,825 54.1 
1954 328,044,005 322,256,262 54.3 38.8 6.9 14.6 8.2 8.8 4.6 2.6 72,154,511 49.3 
LLOYDS AND RECIPROCAL AGGREGATES 
1953 12,371,894 11,237,917 49.6 34.9 15.5 11.3 AS:5 5.8 2.0 258,552 30.5 
1954 46,068,703 44,723,020 50.1 43.6 6.3 15.0 24.4 1.8 1 2a 390,038 26.2 
2 REINSURANCE COMPANY AGGREGATES 
1950 24,715,474 23,314,728 77.3 48.0 —25.3 10.2 34.4 12 1.6 6 118,369 50.6 
1951 21,434,622 23,559,053 102.9 424 —453 8.8 30.4 1.4 1.4 4 291,144 151.2 
1952 24,540,528 22,533,505 72.1 410 —13.1 7.1 29.8 1.8 1.9 4 313,593 68.1 
1953 26,259,350 24,188,696 60.6 38.0 8 a2 30.0 1.6 1.6 4 102,738 51.4 
1954 29,336,708 28,955,533 59.9 44.4 1 6.3 34.3 1.8 1.6 a Weta 
446 DAMAGE CASES REPORTED ) in California, 45 in Oregon and 54 in than the amount offered; 191 defense 


Six Months’ Records on Court Actions 

in Calif., Oregon, Washington; 242 

/ Defense Verdicts Rendered 

‘Court records for the first six months 
of 1955, in cases of automobile and other 
accidents in California, Oregon and 
Washington, show that a total of 446 
cases were reported. Of these 347 were 


Washington. Out of the total reported, 
242 defense verdicts were rendered. 
Breaking down the totals by states, the 
reports reveal: 

California—43 granted more than the 
plaintiff demanded; five the amount the 
plaintiff demanded; 77 more than the 
amount offered, but less than the de- 


mand; five the amount offered; 29 less 


verdicts; total cases reported, 347. 

Oregon—Four more than the plaintiff 
demanded; seven more than the amount 
offered, but less than the demand; three 
the amount offered; two less than the 
amount offered; 29 defense verdicts; to- 
tal 45. 

Washington—Nine more than the 
plaintiff’s demand; 22 more than the 





Wm. Muhlberg Center 
Of Health Dedicated 


IN CINCINNATI 





NOW SUBURB 


Named After Former Medical Director 
Union Central; Capacity Crowd 
at Opening 








The William Muhlberg Health Center, 
named in honor of Dr. William Muhl- 
berg, vice president and medical director 
of the Union Central Life when he re- 
tired in 1946, is now in operation in 
suburban Cincinnati, The Center was 
formally dedicated June 22. 

The Health Center, constructed at a 
cost of $175,000 to provide medical facili- 
ties for the north central area of Cin? 
cinnati, was named for Dr. Muhlberg in 
recognition of his many years of public 
health service. 

The dedication, held in the Center's 
auditorium, drew a capacity crowd. Pres- 
ent besides Dr. Muhlberg were Dr, 
Charles Maertz, who succeeded Dr, 
Muhlberg as medical director when he 
retired last year; Cincinnati Mayor Carl 
W. Rich, who presided, and many city 
and health officials. 

In his talk, Dr. Muhlberg pointed out 
that no group was in a better position 
to appreciate the advances made in re- 
cent years by medical science and the 
efficacy of the “miracle drugs” than the 
older physicians. He recalled that in 
1898 when he entered medical practice, 
tuberculosis, typhoid fever, venereal dis- 
eases, and complications from pregnancy 
were major killers. At that time the TB 
death rate in Cincinnati was 300 per 
100,000, Last year in Cincinnati 100 per- 
sons died of TB; 1,500 would have died 
had the old rate prevailed. 

In 1890 the life expectancy was 40 
years, Dr. Muhlberg stated. In 1937 it 
was 60 years. It is reasonable to hope 
that 20 to 25 years hence, the average 
expectancy will reach 80. “We are now 
very hopeful in view of the research in 
cancer and arterial disease that some 
cure will be found for these diseases.” 


Presented With Portrait 


He was followed by Dr. Maertz who, 
speaking in behalf of the Union Central, 
presented a portrait of Dr. Muhlberg to 
the Health Center. 

Dr. Maertz reviewed Dr. Muhlberg’s 
career in life insurance medicine and in 
public health. Dr, Muhlberg was presi- 
dent of the Public Health Federation of 
Cincinnati and president of the Life In- 
surance Medical Directors. He received 
the Banting Medal, named for the dis- 
coverer of insulin, and did fine work as 
a co-founder of the American Diabetes 
Association. é 

The Muhlberg Health Center will 
serve the Northside and Cumminsville 
areas of Cincinnati. In its operations, 
emphasis will be placed on keeping peo- 
ple healthy through preventive medicine. 

The T-shaped building includes an au- 
ditorium, an X-ray room, examination 
and consultation rooms, and facilities for 
the staff of the clinic. 





Donovan, Dallas, Heads New 
A. & H. Assn. in Texas 


R. B. Donovan, vice president of 
United American Life of Dallas, has 
been elected president of a new insut- 
ance organization in the state—the 
Texas Accident & Health Claims and 
Underwriting Association. This is an 
amalgamation of local chapters which 
have been in existence in Dallas, Hous- 
ton, San Antonio and Austin for several 
years. i 

Other officers are: Vice president, W. 
P. Hinsch, vice president and actuary, 
American Hospital & Life, San Antonio, 
and secretary, Russ Allen, Old National 
Life, Houston. 





amount offered, but less than the de- 
mand; one the amount offered; one less 
than the amount offered; 21 defense 
verdicts; total 54, 
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THATS NOTHING / 
ILL BET MY BOSS SAVES 
PEOPLE MORE MONEY 
THAN ANYBODY 

IN TOWN. HES AN 


“INSURANCE AGENT/ 


t 
~% 











Perhaps you never thought of your insurance agent as a man who saves peo- 
ple money. But look at the record. When the Bishops’ house burned, insur- 
ance took care of the $27,000 loss. When the Millers were sued for $75,000 
as a result of an automobile accident, insurance paid the claims. When the 
Blake home was burglarized, insurance covered the $5,600 loss. Who had 
advised all these people on their insurance needs . . . and told them what to 
do when the loss occurred? Their local agent. 


ETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY +¢ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ° STANDARD INSURANCE CO. OF N. Y. 
LL HARTFORD, CONNECTICUT 
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This advertisement also appears —in color — in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION’S BUSINESS Clinton L. Allen, President 








To Give You Complete 
Peace of Mind 


When your local agent or broker 
places your policy with the Aetna 
Insurance Group, he is giving 
you the best possible protection. 
He knows that from the founding 
of the Aetna in 1819—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 


THINK FIRST OF THE AETNA 






























































Counsel with Confidence 


“C.L.U.” might well mean “confident life underwriter.” 


We are sure that the Penn Mutual C.L.U.’s not only have 
confidence in themselves because of their broader foundation 
of knowledge but that they have also gained the confidence 


and respect of their clients. 


The life underwriter who has a strong desire to better himself 
and be of greater usefulness to his clients will find C.L.U. 


studies an important aid. 


arse The initials C.L.U. after his name describe the knowledge 


independence 
stands The 


ar eee and ability of a person better than a thousand words. 











THE PENN MUTUAL LIFE INSURANCE COMPANY « Independence Square, Philadelphia, Pa. 
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